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Uniting for Better Business 


A Better Understanding of Each Other’s Difficul- 
ties, Knowledge of the Economic Laws Under- 
lying Business and a Desire to Work Will 
Result in the Return of Prosperity 


Lewis E. PIERSON, 


Chairman of the Board, Irving National Bank, New York City 


the present year has witnesse1 
American business at work 
under conditions approximately nor- 
mal. That is to say, this year has 
afforded the country a chance to. pro- 
ceed about its affairs without the 
influence of the disturbing and un- 
usual factors which governed events 
during the preceding seven years. 
From the outbreak of the great 
war, until the armistice, industry 
flourished under the exotic stimulus 
of war orders, and wages, prices and 
profits rose to meet an incessant de- 
mand for production. Following the 
armistice, industry was called upon 
to fill the shelves emptied by the war, 
and it was not until the latter part 
of 1920 that the swift decrease of 
orders and the increase of frozen 
credits served notice on the country 
that war conditions had ceased. 


A Period of Readjustment 


The eighteen months ending last 
January was a period of readjust- 
ment. Inventories had to be written 
off, wages and prices had to be re- 
duced and the year and statements 
of 1921, in many instances, disclosed 
deficits and surplus adjustments, in- 
stead of the profits of the preceding 
years. 

Thus over a period of seven years, 
American business operated under 
conditions which were unhealthy be- 
cause they were temporary and ab- 
normal. The long period of expan- 
sion established false standards for 


Hs: the first time since 1914, 





labor and capital alike, and the 
abrupt transition to the depression 
of 1921 bred discontent and dissatis- 
faction among labor, and induced 
caution approaching timidity among 
industrial and financial leaders. 





EpiTor’s NoTe.—This interest- 
ing article on business conditions 
and prospects is based on an ad- 
dress delivered by Mr. Pierson at 
the annual convention of the 
Associated Business Papers, Inc., 
which was held at the Hotel 
Astor, New York City, Oct. 11. 
In view of its importance and 
timeliness we are reproducing it 
herewith for our readers’ benefit. 











Perhaps never in our history was 
the change from prosperity so sud- 
den or so severe, and certainiy it was 
never so well handled, thanks to 
the financial buffers which the coun- 
try found available in its Federal 
Reserve system. It is no small 
tribute to the essential soundness 
and resourcefulness of the nation 
that American business has already 
rebounded from its difficulties and is 
proceeding to make headway on sane 
and hopeful lines. 


An Encouraging Reaction 


Examination of the facts and fig- 
ures now available for the present 
year shows this encouraging re- 
action. Turn to the reports of in- 
dustrial earnings, to the volume of 
business done, to bank loans, to in- 
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vestment buying, to stock prices, in 
short, turn to whatever index of 
events you please and you will find 
that the present year has shown a 
distinct and encouraging improve- 
ment over the corresponding period 
of 1921. 

Then compare the results for 1922 
with the results for the pre-war year 
of 1913 and the conviction is borne 
home that America after the vicissi- 
tudes of the war, is establishing her- 
self on a new normal level of pros- 
perity which in many respects is 
above the pre-war level. It is true 
that in some instances profits are 
still lacking, but wherever the ques- 
tion of expense and overhend has 
been intelligently handled, our in- 
dustries are either showing profit- 
able operation, on a basis equal to 
our above the pre-war standards, or 
indicate that they are rapidly work- 
ing into a position where profits will 
come shortly. 


No Revival of Boom Times 


Do not misunderstand these indi- 
cations or these resilts as the pre- 
cursors of a sudden revival of boom 
times. wo uot imagine because we 
have successfully weathered one 
storm that the need for caution and 
patience has passed. 

We know that our business prog- 
ress has been sufficiently assured to 
withstand the recent crisis in fuel 
and transportation, but we should re- 
member that half the world is still 
disrupted and torn by the effects of 
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the war, and that there are many 
great and serious problems both na- 
tional and international to be met 
and solved, before we can relax any 
of our present vigilance. 


A Changed World 


The world that we knew before the 
war no longer exists. 

Russia, the granary of Europe, is 
now importing the foods she formerly 
exported. 

Austria has shrunk from an em- 
pire to a city with an empire’s name. 

Germany, with a stupendous for- 
eign debt on one side, and reckless 
printing presses on the other, has 
lost most of her foreign markets and 
with them most of her purchasing 
power. 

New and untried states, only par- 
tially prepared for national exist- 
ence, have arisen throughout Europe 
to work out their political and eco- 
nomic destinies, while the older 
nations with traditions of leader- 
ship, wealth and power behind them 
must seek new and changing outlets 
for their national energies. 

When we stop to reflect that the 
Europe to which we exported our 
wheat and steel, our oil and copper, 
our raw materials and our manufac- 
tures in 1913 has made way for this 
impoverished Europe, when we con- 
sider that America has grown in 
productive capacity, and has set new 
and more exacting standards of liv- 
ing in the intervening period, it is 
apparent that we must still be watch- 
ful and clear visioned to keep our 
country on the road of ordered 
progress. 


Substantial Headway Made 


That we have made substantial 
headway during the present year is 
encouraging. In the face of many 
obstacles at home and abroad, the 
nation has had the essential strength 
and energy to create its own pros- 
perity. But to hold and keep that 
prosperity, to maintain American 
business on a plane where it can 
cope with the conditions of the new 
world whatever happens, is a matter 
that will require all we have of cour- 
age, and far-visioned patience. 

One fact that should be constantly 
in our minds is that in coming back 
to our present measure of prosperity 
we have already accomplished more 
than any other nation has done in 
this direction. Our factories are 
running, our merchants are busy, 
our people are employed. And if we 
can keep to our present pace, ad- 
hering unceasingly to the program 
that has brought us thus far, doing 
each day’s task well, and keeping 
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our feet firmly on the solid ground 
of progress through hard work, we 
need not fear for the future. 

The air is full of ambitious pro- 
posals to lift the country to a plane 
of greater prosperity through pana- 
ceas proposed to solve the problems 
that surround us, but the man or the 
nation that relies for a cure-all on 
anything but work, patience, and 
still more work, is headed for dis- 
appointment. 

To make that work more effective 
should be the common aim. We can- 
not legislate our business into a state 
of blissful prosperity, but we can, 
and should endeavor to improve, 
wherever possible, the machinery of 





“Our greatest need, then, is the 
better 
other’s difficulties, a better knowl- 
edge of the underlying economic 


understanding of each 


laws which regulate all business, 
and a greater readiness to work 
for the general good as the surest 
means of promoting individual 
welfare.” 











business. In that endeavor the first 
object should be to stabilize our busi- 
ness processes. 

The nearer we can come to a situ- 
ation where our industries will pro- 
ceed on a settled, and established 
level, and where the inter-relation of 
the various factors of our national 
business will be thoroughly fixed and 
universally understood, the better 
we shall be equipped to meet and 
deal with- whatever new situations 
may arise. 

Sudden bursts of good times fol- 
lowed by abrupt periods of depres- 
sion are not calculated to increase 
the real prosperity of a nation. They 
indicate that there is something 
wrong with the processes of national 
business and argue a weakness in 
the nation’s economic structure 
which should be corrected. 

If we can so arrange our affairs 
that the chart of national business 
will show a more even line, if we can 
fill in the hollows, and make the 
peaks less abrupt, it will be possible 
to plan our progress more intelli- 
gently and execute our program 
more surely. 

Causes for Depression 

The business man has come to 
realize that the more evenly business 
is conducted, the better it is for 
everyone. And the obstacles to that 
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orderly progress spring from a com- 
mon source. Cast back over the 
causes of depression, over-produc- 
tion, strikes, ill-advised legislation, 
reckless competition, and you will be 
led to the conclusion that most of 
our difficulties proceed from the fail- 
ure of the country as a whole to 
secure a thorough understanding of 
our national problems or from the 
inability or unwillingness of various 
sections and classes of the body 
politic to work together for the com- 
mon good. 

The farmer, for instance, in seek- 
ing legislation which will give him 
higher prices for his wheat, is too 
apt to forget that this immediate ad- 
vantage may react upon him in the 
higher prices which the industrial 
labor, which eats his wheat, must 
have for the products of the factory. 

The labor which advances its rate 
for building construction pays 
higher rent for its own quarters. 

The railroad worker seeking an 
increase in wages, thinks only of the 
immediate gain, without pausing to 
consider that he is at the same time 
increasing the price of every com- 
modity that he uses, which the rail- 
roads transport. : 

The manufacturer who feels that 
the problems of the raw material 
producer or the retailer are not his 
problems, is likely to find that he 
cannot be prosperous unless his cus- 
tomers are prosperous. 

The banker who is content to 
transact his affairs without interest- 
ing himself in the problems of labor 
and industry, finds that his own 
business dwindles with any decrease 
in the prosperity of the farmer, the 
manufacturer or the retailer. 


Better Understanding Needed 


Our greatest need, then, is better 
understanding of each other’s diffi- 
culties, a better knowledge of the 
underlying economic laws which 
regulate all business, and a greater 
readiness to work for the general 
good as the surest means of promot- 
ing individual welfare. 

If we can reach a point where 
there is general agreement on our 
national problems, and where we can 
bring the full force of an intelligent 
public opinion to the solution of 
these problems, we can stabilize our 
national business. 

If we can secure a crystallized 
national thought which will not hunt 
for vague panaceas, for prosperity 
through legislation, for any of the 
artificial expedients which attempt 
to over-ride the inexorable laws of 
economics, but instead will seek prog- 
ress through intelligent effort and 
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moderate but steady gain we can 
look confidently to the future. 


The Business Papers’ Opportunity 


In the creation of this national 
attitude, the business papers have a 
great and inspiring opportunity for 
service. Reaching, as they do, the 
industries of the country, they are 
in a position to influence business 
thought and to direct it into proper 
channels. They can bring home to 
our industries, their dependence on 
each other, and their interest in the 
progress of the country as a whole. 

Week after week, and month after 
month, they van preach the gospel of 
progress through common effort and 
common thought. They can bring 
the business man into touch with all 
the national problems which affect 
him profoundly though indirectly. 
They can supply him with the facts 
which will enable him to form cor- 
rect conclusions not only on his own 
business but on the business of the 
country as a whole. 

Finally they can throw their great 
influence toward the achievement of 
an industrial understanding which 
will do for industry what the Federal 
Reserve system has done for finance. 


Benefits of the Federal Reserve 


Until the creation of the Federal 
Reserve System the country was 
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torn from time to time by periods 
of depression brought on by unskill- 
ful and inadequate use of financial 
facilities. Though crops might be 
good and business fair, a sudden 
tightening of money could precipi- 
tate hard times by interrupting the 
ordinary processes of business. 

With the advent of the Reserve 
Banks, and the creation of a reser- 
voir out of which money could flow 
to meet sudden emergencies, Ameri- 
can business was freed from this 
danger and assured at all times of 
sufficient liquid funds to transact its 
operations. 

The Reserve System did not create 
new stores of gold or silver; it did 
not make money out of thin air, or 
change the fundamental laws cf 
finance in a single particular. It 
simply perfected, and improved our 
financial machinery. 

, In similar manner the nation 
should strive to improve and perfect 
the mechanism of industry. There 
is no more excuse for over-buying 
or over-production than there was 
for money panics. Depression 
through over-production proceeds 
from lack of facilities for adapting 
production to the demands of the 
market. Depression through over- 
buying proceeds from lack of facil- 
ities for ascertaining the public’s 
wants and from fear of a sudden 
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halt in supplies that are needed. 

The Department of Commerce, 
under Secretary Hoover, has already 
attacked the problem of providing a 
proper organization for bringing the 
manufacturer, the retailer and the 
public into closer touch. The effort 
thus begun should be encouraged and 
supported. It is not enough that 
statistics and estimates should be 
available; the business man must be 
trained to use them and to base his 
activities upon accurate knowledge 
of conditions rather than upon his 
own surmise of what those condi- 
tions are. Here is a field where the 
business papers can be of supreme 
usefulness to their readers, and to 
the nation. 

The growth and prosperity of the 
United States has been due in larg- 
est part to great natural resources 
in the keeping of a people who de- 
veloped these resources with energy 
and intelligence. After the tre- 
mendous world changes that have 
taken place, those resources and 
those people remain. The immediate 
task before us is to direct the na- 
tion’s energies toward the solution 
of the newer problems that confront 
it, with sanity, with intelligence and 
with agreement upon the broad 
essentials which will ‘enable us to 
work together for the common good 
of all. 


A Few Words on Location 


Some Advice for the Merchant Who Is 
About to Open a New Establishment 


OCATION is one of the essentials 
of the foundation of business 
success. In Emerson’s day a man 
might have built his house in the 
woods and the public would have 
made the beaten path to his door, 
but to-day it takes an exception- 
ally strong institution to pull much 
trade off the busy streets. This was 
demonstrated very clearly in Chi- 
cago a short time ago. 

One of the river bridges was be- 
ing replaced and it was necessary 
to bar all traffic from that bridge 
for a week or so. Consequently the 
thousands of people who used that 
bridge every day had to change 
their usual routes. Thousands of 
working people who nightly caught 
the suburban trains on the other 
side of the river had to hurry across 
other bridges. The last minute pur- 
chases could not be made in the 
stores and shops along their old 


accustomed route. Other stores on 
the other streets were reaping the 
harvest. A hardware store almost 
at the foot of the closed bridge put 
on a mournful air. Business was 
dull and people would not come a 
few extra steps to buy from them. 
They watched every move the 
bridge builders were making, hop- 
ing and praying that their work 
would soon be finished so the 
crowds would again come by the 
store. 

The members of this firm had a 
very concrete example of what loca- 
tion will do for a business. They 
realized that in these days location 
had a great deal to do with the 
amount of business they could do. 
While the bridge was closed there 
was a fine opportunity to know just 
how much business they could pull 
if they were on the side street, and, 
while rent on the busy street was 


higher, they were willing to pay the 
extra amount because of the patron- 
age they drew from the larger 
crowds.. 

So it is with the hardware stores 
all over the country. Location is a 
prime factor in building up a large 
business and securing the little 
sales that help to swell the total 
volume tremendously. It is a point 
worth considering and it may be the 
reason why some hardware mer- 
chant is sick at heart as he watches 
the business go to his competitors 
who have the better location. Fig- 
ure it out and help make your street 
the busy street of the town and you 
will not wonder why business does 
not come your way. People always 
shop at the best and busiest stores. 
Make your store the best and the 
busiest in town and help the other 
merchants in your block do the 
same. 
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Seventy-two Furnaces in a Single Season 


Real Service and Demonstrations Increase Sales for 
the Jordan Hardware Co. of Willimantic, Conn. 


UMAN beings have for cen- 
H turies cought to protect their 
health and comfort in cold 
weather by wearing warmer clothes 
and heating their dwellings. Heat- 
ing to-day has reached a high scien- 
tific point und there is hardly a home 
or business building that cannot be 
adequately warmed. The hardware 
merchant is the logical man to sup- 
ply the proper equipment and many 
of them do it. 

Selecting the right kind of heating 
apparatus requires an_ intelligent 
survey of the building and its pe- 
culiarities of construction. As fur- 
naces almost always sell at a worth- 
while figure there is a large enough 
profit to justify close attention and 
complete service including installa- 
tion if possible. The matter of in- 
stallations Las been for some time a 
much disputed point with hardware 
merchants. Many retail hardware 
stores maintain regular plumbing de- 
partments and in these cases of 
course the installation is merely a 
plumbing department affair. The 
charge of placing the furnace in the 
home is reckoned in with the selling 
price. 

Many stores without the depart- 
ment for plumbing maintain a fur- 
nace man who in the summer is a 
handy man with plenty of other work 
of a mechanical nature. In certain 
sections of the country dealers have 
made special arrangements with local 
plumbers in regard to the installa- 
tion of the furnaces they sell. Fre- 
quently this is on blanket contract at 
standard rates. Other dealers have 


merely sold furnaces as though they 
were counter merchandise with the 
recommendation that a local plumber 
be employed to set them up. 

Last year in Willimantic, Conn., a 
town of more than 12,000, the Jordan 
Hardware Co. sold seventy-two fur- 
naces. This company makes the in- 
stallations also, and believes it to be 
the most successful method. During 
the season, which really begins in 
September, one of the store windows 
is always devoted to furnaces exclu- 
sively. These, and in fact all the 
window trims at the store, are de- 
signed and executed by A. L. Clarke. 
Mr. Clarke has also made up an in- 
terior furnace display which includes 
a special, cross-section, model fur- 
nace. With this model the store sales- 
man can easily demonstrate to any 
interested customers the brand of 
heater carried. The Jordan Hard- 
ware Co. devotes considerable adver- 
tising space to furnaces and uses new 
copy daily when a drive is on. 


Demonstrations Held Frequently 


People are invited to visit the store 
and witness a furnace demonstration. 
These exhibitions have been very suc- 
cessful as most people are very much 
interested in heating equipment and 
are glad to pick up hints on the care 
of the unit they have or in investigat- 
ing the merits of the heater on dis- 
play. 

Mr. Clarke expects a much better 
furnace showing this year as early 
indications show more sales on this 
line at this time than were on record 
for the same period a year ago. The 





shortage and high cost of coal make 
it imperative, says Mr. Clarke, for 
people to have efficient equipment. 
Therefore many people will buy this 
year who might otherwise postpone 
such a purchase until next year. 

According to the Weather Bureau 
the coming winter will be a more 
severe one than has been experienced 
in the last three years. This fact 
should also stimulate furnace: busi- 
ness with the dealer who makes use 
of the information. 

Such data can be used successfully 
in newspaper advertising and in 
store talks with prospects. Mr. 
Clarke tells us that the salesmen in 
the Jordan Hardware Co. store make 
it part of the furnace sale to show 
the customer exactly how to use the 
heater for maximum heating at min- 
imum cost. Suggestions on fire bank- 
ing and the proper kind of coal are 
given in full. Inquiries are invited. 
This insures satisfied customers who 
are sure to pass along the good word 
about the Jordan furnace depart- 
ment. 

The Jordan Hardware Co. has also 
circularized the rural community 
surrounding the town of Willimantic 
and in this way has made contact 
that helps clinch the ultimate sale. 
Mr. Clarke reminds us that adequate 
heating is so pertinent to health and 
comfort in the cold months that it is 
a comparatively easy matter to in- 
terest prospects in heaters. And 
don’t forget that the “coming cold 
weather” is a popular topic for con- 
versation. You can capitalize on that 
point every time. 


This display, installed by A. L. Clarke, sold furnaces for the Jordan Hardware Co. of Willimantic, Conn, 
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OR a hardware dealer to sell 
electrical appliances in New 
York City in the face of de- 

partment store and specialty shop 
competition requires sheer, unadul- 
terated nerve and business sagacity 
of a high order. The fact that there 
are hardware merchants in the heart 
of the largest city in the world sell- 
ing electrical appliances at a satis- 
factory profit is irrefutable proof 
that the hardware trade numbers 
among its members men of the high- 
est merchandising ability. 

The hardware firm of Thos. Hind- 
ley & Son, Inc., 819 Sixth Avenue, 
New York City, of which Charles T. 
Hindley, grandson of the founder of 
che business, is president, is a perti- 
nent example of this fact. 

This firm is situated practically in 
the heart of New York City on Sixth 
Avenue and Forty-sixth Street. Its 
electrical stock, which includes fix- 
tures and appliances as well as sup- 
plies of all kinds, is turned over six 
times a year, and constitutes about 
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Some idea of the extent of the electrical department of Thos. Hindley & Son, Inc., may be gained from this illustration 


Direct Advertising Brings Six 
Electrical Turnovers a Year 


Thos. Hindley & Son, 
Inc., of New York 
Does This by 
Direct Appeal 


Plus Service 


one-fifth of the entire stock carried. 

The electrical department was 
started about twelve years ago with 
one repair man. To-day ten electri- 
cians are employed and the repair 
work territory of the firm extends 
from the Battery to the Bronx. 

The nature of the locality where 
the Hindley store is located is 
strictly business in every sense. It 
is in the heart of what is sometimes 
called “the roaring Forties.” Be- 





cause it is not a residential neigh- 
borhood the sale of electrical house- 
hold appliances is smaller than the 
sale of electric bulbs, fixtures, wire 
and general supplies. 

A large number of garages and 
automobile repair shops are in the 
neighborhood and the firm of Hind- 
ley furnishes many of them with the 
necessary supplies and equipment. 
As a matter of fact, because the sale 
of household appliances is small the 
firm has concentrated on repair work 
and the sale of electrical supplies of 
all kinds. 

The way that Charles T. Hindley 
started his electrical department and 
the way he conducts it is interesting 
as well as illuminating. It might 
also be added that it is a system that 
is applicable to almost any com- 
munity in the country. 

Mr. Hindley bought his initial stock 
with discretion. He then sent out 
notices to all of his customers and to 
every name on his prospect list. In 
some cases he made personal visits to 








This repair department handles work from 


customers he particularly wanted to 
impress. Every person who visited 
the store was told about the electri- 
cal department and informed about 
the stock, the repair department and 
the possibilities of both. 

Within a short time the depart- 
ment began to grow, the demand of 
the customers for electricians who 
could do repair work, and for odds 
and ends of equipment and electrical 
supplies developed with surprising 
rapidity. The reason for this was 
that customers got service and what 
they wanted in the way of material. 


Direct Advertising Profitable 


But the one thing that nourished 
the root of the growth probably more 
than any other factor was the con- 
sistent and constructive direct ad- 
vertising that was carried on, and 
which, incidentally, is still being con- 
ducted with marked success. 

Mr. Hindley has tried all kinds of 
advertising and he speaks with au- 
thority and experience when he dis- 
cusses the subject. He believes that 
in the small town newspaper adver- 
tising is a very vital factor for the 
dealer. In the large city he has 
found it to be too expensive in pro- 
portion to the amount of good that 
it does. 
however, as being of no value. He 
found that it was of value for its 
psychological effect. 

No man looks at an advertisement 
and goes right out and buys the arti- 
cle or articles advertised, Mr. Hind- 
ley says. The value of advertising 
as he sees it is in its cumulative ef- 
fect. It keeps the name of the firm 
and the address of the store in front 
of potential buyers. It must be con- 


He does not condemn it, . 
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every corner of Manhattan and The Bronaz 


sistent and interesting and have 
something about it of distinction, so 
that if a person sees a newspaper ad, 
and then a street car ad or a bill- 
board he can recognize some feature 
in all of them that is characteristic. 
Mr. Hindley has a large illustrated 
billboard ad at Forty-second Street 
and Sixth Avenue which he charac- 
terizes as valuable for its psychologi- 
cal effect. 


The Value of Circulars 


The most profitable kind of adver- 
tising and at the same time the most 
economical, Mr. Hindley has found 
to be circular advertising by direct 
mail. He uses an extensive mailing 
list and on many of his circulars to 
his customers he attaches an order 
card which may be returned to the 
firm with the minimum of trouble to 
the customer. 

Last spring one of these circulars 
was sent to a prospective customer, 
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a wealthy man who is the possessor 
of a large residence in one of the 
fashionable neighborhoods of the 
city. The ‘man investigated and 
placed an order with Mr. Hindley 
and since that time the firm has done 
enough business with that one cus- 
tomer alone to nearly pay forall of 
this year’s circular advettising. 
The man has had a large amitmt of 
repair work done on his hdtise, he 
has purchased electric washity: ma- 
chines and an electric irdfier Yand 
other equipment that runs up into 
large figures. 

To conduct an electrical depart- 
ment or any other department of the 
hardware business it is necessary to 
give the maximum of service at a 
fair price. Merchandising is based 
on service and advertising and the 
firm of Hindley is a notable example 
of this fact. 


Featuring Santa Claus 


N attractive Christmas window 
display can be made by making 
a large beaver board Santa Claus and 
painting him in the Christmas colors. 
It can be rigged up to hold a tray 
and by bracing the tray it will be 
possible to display merchandise upon 
it. This beaver board Santa Claus 
will then form the central feature 
of the window display. Some small- 
er articles can be displayed on the 
tray that he holds and other articles 
can be displayed in the balance of 
the space in the window. Articles 
suitable for gift purposes would be 
very good things to display in such a 
window and there are many articles 
from which the dealer can choose. 
It might be well to use a wreath 
or two in the window to further 
carry out the idea of Christmas and 
possibly a sign worded something 
like this would be well to use also: 
“Santa Claus Is All Ready for 
Christmas. Are You?” 


A HINDLEY mechanic for every joP 
—and there’s no exception in our 


Electrical Repair Department 


WIRING, INSTALLATIONS AND 
REPAIRING OF ALL KINDS 





@ PROMPT ATTENTION TO LIGHTING AND BELL WORK 


Hindle 850n Int 


ARE. % 


bow AND MECHANIC SERVICE 
-SIXTH AVENUE, NEW YORK 


PHONE BRYANT 3297 é 


And, last of all, we have a sample of the cards sent to the firm’s prospective customers 
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Putting a 
Christmas 








MONG the faithful servants 
A of the average man of to-day 
is the motor car. This popu- 
lar and well-nigh indispensable me- 
chanical contrivance of the Twen- 
tieth Century gives to its owner con- 
stant and responsive transportation 
either for business or pleasure pur- 
poses. In return it asks only for 
adequate lubrication and sufficient 
fuel. Its radiator must have 
enough water in it, the storage bat- 
tery requires distilled water and 
tires must be inflated when neces- 
sary. Otherwise the careful driver 
has little or no trouble. The car 
never answers him back. It is al- 
ways willing to try to make a hill 
or a bad stretch of road. It knows 
no fears and is obedient to a turn 
of the wheel or a pressure of the 
throttle. No human servant can 
boast of equal service to the master. 
For all humans get tired and have 
off-spells due to temperament or 
other distresses. 

The average employer would not 
think of forgetting his domestic 
staff at Christmas time. He would 
consider himself as ungrateful to 
the point of stinginess. But does 
he think of his car at that time? 
The answer is usually ‘“n The 
only way he connects the _holi- 
days with the family car is in case 
he plans a trip or a short run into 
the country. Why not give the car 
a Christmas present? Let it be a 
mark of appreciation for the past 
year of faithful service. True 
enough, the only apparent gratitude 





will be in the nature of added at- 
tractiveness. But isn’t that worth 
while? 

Even the more expensive cars 

lack certain automobile accessories 
which may be purchased at the 
nearest up-to-date hardware store. 
It may be a stop light that’s needed, 
or a spotlight or a parking lamp. It 
is still a surprising fact that a 
great many cars now in use have 
no rear-view mirrors. Perhaps the 
car is due for a new set of spark 
plugs, new piston rings, a new tire 
or tubes, a radiator cover, a fan 
belt, a jack, a tire pump, brake lin- 
ing, clutch lining, rubber pedal 
pads, foot rails, robe rails, car 
heaters, radiator locks and orna- 
ments, garage heaters, a cigar 
lighter, radiator ther- 
mometer, tire locks, 
step plates, step mats, 
tire chains, tire cover, 
trouble lamps, wind- 
shield visors, wind- 
shield wipers or 
wings. These are all 
sensible gifts to give 
your car. So is a 
grease gun, a pair of 
bumpers, a set of shock 
absorbers, a tool box, a 
new storage battery, 
a battery hydrometer 
syringe, a full set of 
grease or oil cups, a 
complete modern lubri- 
cation system or an ex- 
plosion whistle. 

Some _ worth-while 


Present in the 
Auto Owner’s 


Stocking 


items for the car which are suitable 
as holiday gifts may be picked from 
a collection of cold-patch outfits, 
handy vulcanizing kits, blowout 
patches, tool kits, individual auto 
tools, tire tools, rim tools,- primers, 
springs, spring leaf covers, auto body 
polish, electric and hand horns, igni- 
tion locks, transmission locks, steer- 
ing wheel locks, fuel locks, wheel 
locks, valve lifters, spart tire carri- 
ers, sets of hub caps, dash board 
clocks, collapsible buckets, fire ex- 
tinguishers, luggage carriers, lamp 
lens, lap robes, tow rope or chain, and 
auxiliary fuel, oil and water tanks. 

Many of these items are pri- 
marily winter auto accessories and 
as such would be especially suited 
as Christmas gifts for the car. The 





A Plan for Recording Shipments 


T is often extremely important for 

a merchant to be in possession of 
all the facts concerning some ship- 
ment of goods, the details of which 
are in dispute. Usually in such cases 
the merchant is forced to depend 
upon his own memory, or that of 
some employee. 

Often boxes or packages are broken 
on arrival. At other times they are 
opened and part of the contents sold 
or delivered on special order before 
the invoices arrive. Naturally it is 
very difficult to check the contents ac- 
curately. This is particularly true 
with regard to extras or repairs re- 
ceived by express or parcels post. 

A western merchant has adopted a 
system which obviates trouble in the 
cases referred to. He has worked 
out a blank form on which he care- 
fully records all incoming shipments. 
This form is in the nature of a loose 
leaf, and when-properly filled out is 
kept in a binder. The size of the 
sheet is 6 x 91% in. 

The form has spaces for the date, 
whether the shipment is parcels post, 
express or freight, and whether or 
not it is insured. Then follow spaces 
for the name and address of the ship- 
per and the signatures of the em- 
ployees who received and checked the 
shipment. Other spaces are used to 
record date of shipment, way-bill 
number, shipper’s number, number 
and description of packages; whether 
the packages were shipped collect or 
prepaid, the shipper’s weight and the 
actual weight. Several lines are left 
blank at the bottom of the page for 
recording contents, items taken out, 
remarks, etc. Our illustration shows 
one of the forms filled out to explain 
how it is used. 

For the average store this blank 
will serve the purpose very well. 
However, in the larger stores it 
might be worth while to use three 


HARDWARE AGE 


thought of giving your car a Christ- 
mas present appeals to you. In the 
same way it would appeal to your 
many customers who own Cars. 
Dress up a pre-Christmas window. 
Do it now and feature the items 
mentioned as accessories. Put a 
card in your window suggesting 
“A present to your car” or to your 
friend’s car. The man who hasn’t 
a car of his own but who has en- 
joyed many drives in his neighbor’s 
machine would be pleased at the 


forms, one headed “Freight Ship- 
ments,” another “Parcels Post” and 
the third “Express.” These could be 
printed on different colored paper, so 
that they could be easily recognized. 
A single binder could be used with 
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thought of giving this other man’s 
auto a present. The novelty of the 
idea would have a strong appeal! to 
the car’s owner, and through it all 
there is a good margin of sales 
profit for you. 

Don’t forget this. Sell auto ac- 
cessories from now until Dec. 25 as 
presents to somebody’s car. It is a 
good sales thought. Work it out 
to fit the requirements of your com- 
munity. Push it hard and reap the 
benefits. 


Received 


tabbed division sheets separating the 
different colors. A systematic use of 
this record or some similar one will 
save the retail merchant considerable 
time, money and worry in the course 
of a year. 





SHIPMENTS RECEIVED 
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HEN the frost is on the last 

ungathered pumpkin of the 

season, when silos are filled 
to the brim and when stubble is all 
that is left of the high-standing corn 
fields, the hardware man is thinking 
about stoves, ranges, oil heaters, fur- 
nace jobs and kindred merchandise, 
the youth of the country (and many 
grown-ups, too) are all up on tip- 
toe on another subject—trapping. 

So is the hardware man. 

This is true because the hardware 
merchant is the silent partner of all 
trappers, both young and old, for he 
is the natural source for the pur- 


Here’s a trap display that makes the outdoor man stop, 
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chase of that most essential part of 
the business—the steel game trap. 

From what we gather by report 
and inquiry, the present season is 
going to be a good one for the trap- 
per. This can be presaged, in a 
measure, by the earlier hunting sea- 
son, for we learn that game has been 
plentiful in most sections and the 
favorable weather conditions of the 
fall indicate that the fur-bearing 
animals have prospered in no small 
degree. 

Furthermore, if you have chanced 
to inquire into the price of a new 
fur coat or a fine new neckpiece for 


any member of your family, you will 
have discovered that the price at the 
furrier’s for the finished product in 
no wise tells any story of a glutted 
market with give-away figures on 
his product. 

Yes, it surely looks as though the 
trapper and his silent partner were 
in for a nice, plump share of fur- 
bearing dollars via the game trap 
route this season. 

Some hardware dealers antici- 
pated the needs of their partners 
early in the season. Others did not 
give the matter the same urgent 
forethought and they may be dis- 


look—and buy 
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appointed in securing an adequate 
supply for their local trappers. 
One thing, however, is sure. 


Trappers’ Headquarters 


The hardware store which makes 
the appeal to the trapper is the one 
which is going to sell the largest 
number of game traps, for that is the 
store in that community which will 
be recognized as trappers’ headquar- 
ters, if we may convey this term of 
the sportsmen to his righthand run- 
ning mate, his friend, the trapper. 

For instance, it’s hard to conceive 
of a store doing any particularly 
flourishing business in game traps if 
these traps are never on display but 
are chucked, unceremoniously from 
the shipping carton into a dusty and 
unused nail bin. In this event, the 
merchant knows they’re there ‘but 
the trapper doesn’t. 

But you don’t belong to that hypo- 
thetically indifferent class of deal- 
ers; they’re in some other line of 
business than yours, to be sure. 

The wideawake hardware man is 
interested in game traps because he 
knows that local trappers are count- 
ing on his support and also, perhaps 
he can turn back the pages of his 
memory a few years, more or less, 
and recall how very important it was 
for him, as a fifteen-year-old lad, to 
have saved up enough dimes to go to 
the friendly hardware store on the 
corner and buy four steel traps in 
which to catch three skunks and five 
muskrats and 300 per cent profit that 
season. 

To-day this same lad, in many in- 
stances, as a full-fledged hardware 
man, is reading these very lines and 
he knows the importance of the game 
trap business both to his store and 
to his customers. 

How does he go about it to have a 
profitable season? 

In the first place, he doesn’t hide 
all of his traps in that nail bin. 


The Value of Window D’‘splay 


One of his foremost thoughts is 
toward the end of an attractive win- 
dow display. 

If he sells one of the well-known 
makes, he will be aware of the fact 
that this company has looked into the 
needs of the dealer in this respect 
and he has probably secured from 
this company a set of its window 
trims, well calculated to catch the at- 
tention and hold the interest of any 
prospective trapper, young or old, 
who walks by that window. 

That prospect won’t exactly 
by, either. 

For there are other things than 
bright-colored and sales-suggesting 
lithographs in the window. 


walk 
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This wideawake hardware man 
has a real human-interest drawing 
card for the trapper in the way of 
a number of mounted specimens ar- 
ranged amid natural surroundings. 

Over there in a corner he has ar- 
ranged a fox den out of stones, a 
tree stump and leaves and you will 
see Sir Reynard has slipped up on 
his reputed foxiness, for there he 
is, all nice and fast in a double spring 
trap which has been stapled to the 
tree stump. 





Traps catch hardware 
profits as well as wild ani- 
If you want to find 


out how it’s done—-why read 


mals, 





this story. You'll get some 


good ideas from it. 








Notice that tree trunk with the 
hole at the bottom and then just fol- 
low it up about three feet and what 
do you see sitting out there on that 
limb just in the crotch of the tree? 
There’s Old Mister Coon who has 
been down to the cornfield, and on his 
way up to his hollow tree home he 
failed to see that double-jawed af- 
fair all covered over with leaves. It 
grabbed him and he stayed put un- 
til Johnnie Jones came along, and 
that’s the reason he is gracing that 
hardware window to-day. 

Look again! 

Why, sure enough, there’s a musk- 
rat and two mink down by, that lit- 
tle imitation water pool. They met 
up with something of steel, also, and 
here they are. 

These and other specimens catch 
our eye first but we can’t very well 
get away from that well arranged 
window without seeing and taking 
note of a row of full assorted game 
traps running right across the front 
of the window. 

Each trap has a neat white card 
by it telling the price per dozen and 
per single unit and scattered at in- 
tervals throughout the window, we 
find several copies of little booklets 
on trapping which we are informed 
is furnished in quantities to the 
dealer, free of charge, by the manu- 
facturer. 

Hunters’ knives and hatchets and 
a small bore rifle were natural ac- 
cessories to be found in this dis- 
play and I think you will agree that 
many sales resulted from it. The 
best thing about it all is that it may 
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be seen in your own store just as well 
as in any other. 


The Question of Advertising 


Advertising should be coupled 
with such a window display. 

If you make inquiry, you will 
doubtless find that your trap manu- 
facturer is prepared to furnish you 
with made-up electros for use in 
your local newspapers. 

These electros are generally full of 
interest for they not only feature the 
game trap but do it in such a way 
as to arouse the money-making in- 
stinct of your prospects, introduc- 
ing into the illustration the musk- 
rat or the skunk as common ex- 
amples. 

These ready made electros make 
advertising easy, inasmuch as they 
furnish both illustration and copy 
and if your newspaper space is large 
enough, it may be well to bring in 
any local suggestion which may hold 
interest for the trapper, such as 
price of traps, opening of season, 
etc. 

A bulk display sometimes brings 
good results, such as two or three 
dozen traps hung up at the en- 
trance of the store during the day 
or a bushel basket filled with traps. 
Neither of these is new stunts but 
those who have tried them fre- 
quently claim sales from the forced 
attention they bring. 


Interesting Display Features 


For display purposes, we have 
heard that one company makes a sea- 
sonal loan of a monster game trap 
such as might be used for bear or 
mountain lion, and when this is a 
curiosity in a given community, its 
use seems worth while. 

For counter use, there is a grip 
tester, consisting of the spring part 
of a game trap, with a sliding gauge 
marked off into pounds. It is a 
rather unusually good grip which is 
required to put the two ends together 
and, as it is the natural thing for 
men to pick it up and test their grip, 
here is an interesting little adver- 
tiser which will work for you every 
day of trapping season if you will 
but put it to work. 

Thus, in a nutshell, we have out- 
lined a little sales campaign which 
any hardware dealer can install for 
stimulating sales of steel game traps 
—adequate stock on hand, local in- 
terest through display and advertis- 
ing and a personal interest in the 
trapping business. 

If you add these together, you will 
find that the result spells sales for 
your store, in other words, catching 
hardware dollars in steel game traps. 
Try it! 
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Community 
movements 
serve to 
build up 


business 
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What some 
firms 
have done 
along these 


lines - 


“Better Homes” Campaigns Offer the Hardware 
Merchant Opportunities for Increased Sales 


Everything used in the kitchen can be seen in this display of 


kitchen displayed by the Barrett Hardware Co. of 


OME influence has made some 
of the greatest men and 
women of the ages. Whether 

it alone is responsible for the high 
standard of American life is debat- 
able, but there is no argument over 
the fact that home. influence has 
played a most important part in the 


teaching and training of the young” 


people. 

The hardware store has always 
furnished the home with the neces- 
sary things that go into its con- 
struction. And, in like manner, the 
home is dependent upon the hard- 
ware store for the means of pre- 
paring food. From the minute food 
enters a house articles of hardware 
are used in preparing it for the 
table, and even then the silver and 
china are to be considered before 


the dinner bell is rung. Those 
articles used in preparing and serv- 
ing food are to be found in the 
hardware store and wise merchants 
make use of this fact in their ad- 
vertising and displays. The accom- 
panying pictures show the way in 
which some firms capitalize on the 
idea. 

The Wm. Kreuger Co., Neenah, 
Wis., some time ago featured a 
kitchen cabinet and gas stove ex- 
hibition. An expert was employed 
to bake and cook, and demonstra- 
tors were on hand to explain the 
workings of the various stoves and 
the kitchen cabinets. The house- 
wives of Neenah were very much 
interested in the stoves and cabi- 
nets and watched every move of 
the cookery expert. The window in 





the Green Bay Hardware Co., Green Bay, Wis. Above is a model 


Joliet, Ill. 


itself was easy to drrange. It was 
arranged to resemble a kitchen with 
the three stoves and one cabinet. 
At this cabinet, the demonstrator 
prepared foods all day long and 
then cooked them in the stoves. In 
the store room directly behind this 
window was a large space set aside 
where other stoves and cabinets 
were exhibited. Comfortable chairs 
were at hand for the ladies, and 
here they could examine the mer- 
chandise and inspect the cookery. 

The illustration from the Green 
Bay Hardware Co., Green Bay, Wis., 
is an example of what hardware 
merchants have been doing to 
arouse interest in the home and put 
into it all the new and modern 
equipment. In this window, trim- 
med by George Nitz, one can see 
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that a very definite policy has been 
followed, in that it follows the lines 
of suggestive decoration more than 
the realistic. The back wall is 
marked off like tiling. China and 
stoneware are placed in the refrig- 
erator in the way in which they 
are seen in the home. This is also 
true of the utensils on the stove and 
the glassware in the oven. The 
floor is covered with linoleum and 
in the center of the window is a 
pedestal for the display of fancy 
kitchen utensils. The bright shiny 
surfaces are emphasized by the 
dark, soft velvet with which the 
pedestal and base are draped. There 
are just enough touches of the 
realistic to give a certain amount 
of “atmosphere” to this window dis- 
play. 

On the other hand the window 
from the Barrett Hardware Co., 
Joliet, Ill., is an example of the 
realistic window. Here every detail 
is carried out to completeness. 
There is regular kitchen linoleum 
on the floor and waste baskets and 
garbage pails just as they would 
be used under the sink. The dish 
dryer is on the drain board of the 
sink and tne soap holder has a 
fresh bar of sozp in it. The elec- 
trical appliances are all connected 
and a kitchen stool conveniently 


The 


HE community sales day plan 

has been used in a large num- 
ber of the towns of the State. 
Wherever it has been developed and 
supported in the proper manner it 
has been a success. Each time its 
results have not been up to reason- 
able expectation, the explanation is 
found in some failure on the part of 
the individual dealer and not to any 
inherent defect in the plan itself. 

The plan has been tried in so mariy 
places that it can not now be said 
to be experimental, though some of 
the details are not and can not be 
standardized. 

The plan itself is quite simple. 
The dealers of the town get together, 
usually through the local commercial 
board, and set apart one day each 
month for a sales day. Advertising 
matter consisting of a single sheet 
is prepared and mailed to each per- 
son on the mailing list — usually 
working as far out into the trade 
territory as possible. Each dealer 
is allowed identically the same 
amount of space. Each dealer is 
allowed to advertise two “specials.” 
Specials must be real bargains, ac- 
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placed in front of the work table. 
The windows have fresh curtains 
and the stove and kitchen cabinets 
are all equipped with the necessary 
utensils. In other words the kitchen 
looks as though some efficient 
housewife had just stepped out of 
the back door to get the groceries 
from the delivery boy, and you 
could almost expect to see her come 
walking in any minute ready to pre- 
pare a meal. 


Boosting “Better Homes Week” 


This window was designed for 
the “Better Homes Week” recently 
held in Joliet. The club women of 
the town were behind the move- 
ment and the merchants fell in with 
the idea and profited thereby. The 
furniture store next door had a 
very fine breakfast room and a bed 
room as well. Another furniture 
store displayed dining rooms. One 
firm had a model bathroom dis- 
played in its window and each 
of the merchants was given some 
particular thing about the home to 
display. 

It was only natural that Barrett 
Hardware Co. should be asked to 
do the kitchen display on account 
of the firm’s large stock and effi- 
cient methods of merchandising 
household utilities. Miss Avery, 
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head of the domestic science classes 
in Joliet, gave them expert advice 
in the articles to be shown and 
helped to give the window the real 
touch of naturalness. The of 
the window was 11 by 12 ft., and 
it would be a very easy matter for 
any hardware merchant to dupli- 
cate such a display with but very 
little effort. 

It makes no difference whether 
we are enthusiasts on the “back to 
the farm,” “back to the dinner 
table” or “otter homes” campaign. 
They all have their good points. If 
a merchant sees that such a move- 
ment is gaining ground he should 
tie up with the cause immediately, 
and through his windows and ad- 
vertising bring about results which 
not only accomplish the purpose of 
the campaign but bring new busi- 
ness into his store. 

Why would it not be a good plan 
to start the ball rolling in your 
community with a “Better Homes 
Week”? This idea would fit in very 
nicely with Christmas sales, and 
such a campaign could be used by 
the merchants of your town to pro- 
mote the sale of household mer- 
chandise and useful gifts for 
Christmas which would serve to 
make better homes in your com- 
munity. 


Community Sales Day Plan 


cording to the judgment of the com- 
mittee. No two dealers may use the 
same “specials” and no other dealer 
will meet the special price on such 
offering. The sale usually begins 
about 10-o’clock in the forenoon in 
order to allow the people from a dis- 
tance an opportunity to get to town. 

The experimental part of the plan 
is in the value of the “specials” that 
are offered. Some of the specials 
advertised have been wonderfully 
successful and some failures. 

After talking with a number of 
dealers who have participated in the 
plan, we find a certain agreement as 
to what is good and what is not good 
as a leader. 

It is agreed that the article must 
be a bargain. It must be bought 
right. Many jobbers and manufac- 
turers carry special items at special 
prices for these sales. It must be 
sold at a very small margin—usually 
at cost, plus handling charge. It is 
agreed that items that sell for more 
than three or four dollars are not 
good leaders. It is better to keep the 
price under two dollars. Out of sea- 
son goods are not good leaders. One 


certain fact is that the sale of cer- 
tain articles can not be stimulated. 
This is true particularly of those 
things which are only bought when 
needed. A dealer who made a special 
of trace chains registered a flat fail- 
ure. This same dealer later used a 
large aluminum water pitcher at a 
close price and sold 100 as fast as 
change could be made. Many dealers 
make a practice of buying one leader 
for the purpose, selecting the other 
from stock at a small profit margin. 

All the dealers agree that the sale 
must be directed to the women. It 
is found that they constitute 80 or 90 
per cent of the customers. One 
dealer to whom I talked lately got an 
unusual advantage from his specials 
by placing on tables, grouped around 
his special tables, other articles of 
the same general nature and placing 
a price tag on each one. His “spe- 
cials” acted as a stimulant to sales 
of similar articles at his regular 
price. 

“Price” has come into its own 
again, and these community sales 
will be succesaful during the fall and 
winter.—The Nail Head. 
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This illustration shows the 
way in which “Little Joe” 
Weisenfeld of Baltimore, 
Md., concentrates on radio. 
And we might add that 
it’s a highly profitable 
item with him 








A Baker’s Dozen 


cakes and cookies were sold 

for 10 cents a dozen, the dozen 
consisting of thirteen. One was 
thrown in for good measure and good 
will and thus the expression, “a 
baker’s dozen,” came into being. As 
far as the average retail bake shop 
is considered those good old days 
seem to be gone forever. A dozen is 
strictly twelve units in this day and 
generation and the price is no longer 
10 cents in most sections. We are, 
however, about to offer our own 
baker’s dozen consisting of a resume 
on the progress thirteen hardware 
dealers in as many states, have made 
with radio equipment. 

In the March 2, 1922, issue of 
HARDWARE AGE appeared a story re- 
garding the radio experiences and 
advices of Doering Bros., Richmond 
Hill, N. Y. This story met with 
tremendous response throughout the 
hardware field. Within a week after 


§ haere was a time when rolls, 


of Radio 


the story had appeared the publish- 
ers had received more than 150 let- 
ters and six telegrams asking for 
special information on radio equip- 
ment. The most popular question 
concerned the nearest available 
source of supply for such goods. 
Doering Bros. stopped counting 
when they had listed 200 similar 
inquiries. 


Some Radio Experiences 


Among these dealers who asked 
for additional data are thirteen from 
representative sections of the coun- 
try who have supplied HARDWARE 
AGE with a few details on their ex- 
periences with radio during the last 
six months. These thirteen stores 
are located in towns with varying 
populations. One town has less than 
300 people, several towns mentioned 
have less than 1000, and the largest 
city in the list is Minneapolis with a 
population pf close to 400,000. These 


Successes 


reports coming from different sec- 
tions and from towns of varied sizes 
prove conclusively that the retail 
hardware dealer is the most logical 
distributor for radio _ products 
whether it be parts or complete sets. 
In Mangum, Okla., the Sampson 
Hardware Co. carries approximately 
$300 worth of radio stock on hand, 
in charge of a special radio man. 
The store has been selling this line 
for six months and considers it a 
very successful item for the retail 
hardware dealer. Their demand is 
largely from school boys who in the 
complete sets buy outfits priced at 
$25 to $155. The population of Man- 
gum is said to be less than 4000. 
Billman’s Inc., Minneapolis, Minn., 
has handled the line but four 
months. Their stocks are said to 
value on the average about $500. 
Their consumer demand has largely 
been for parts, the individual sale 
running anywhere from $2.75 to 





$125. This store has established a 
separate radio department in charge 
of a competent radio expert. The 
population of Minneapolis is more 
than 380,000 according to 1920 cen- 
sus. 


An Expert in Charge 


Ray D. Barnes, a retailer in Bur- 
lington, Mich., says that radio is a 
very successful line with him. He 
has handled the line for five months, 
carrying an average stock valued at 
$1000. He also has a special radio 
man in charge of a regular radio de- 
partment. The sets he handles and 
sells vary in selling cost from $150 
to $300. This town has a population 
of less than 300 living within the 
town limits. 

Stafford Springs is a town in Con- 
necticut of less than 4000 population. 
The Stevens Hardware Co. is just 
breaking into the radio line with 
parts. The firm has created a radio 
department but has limited its stock 
to less than $50. The firm con- 
siders it a very successful line, bas- 
ing their opinion on their own short 
but interesting experience. In Staf- 
ford Springs the demand seems to be 
from those who are constructing 
their own sets. 

Four hundred and fifty people are 
credited to the census report of 1920 
for the town of Sidney Center, N. 
Y. H.B. Morse, a progressive hard- 
ware merchant in this town, has 
been selling radio equipment for 
more than a year. He has a radio 
expert in charge of this department 
and carries an average stock worth 
$250. He has found a good demand 
for sets costing from $45 to $200 and 
is well pleased with his radio depart- 
ment. 


Sell Parts Successfully 


Parts for assembling home made 
radio sets are popular in the town of 
Kingman, Kan., says a letter from 
J. E. Ferguson Hardware Co. This 
store caters to a town of 2500 peo- 
ple, carrying stock that values on the 
average at about $250. The firm 
started handling this line on June 1 
and has had satisfactory results all 
summer. They predict good winter 
business because of improved static 
conditions. One of the store sales- 
men happens to be a radio man and 
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he has taken charge of this depart- 
ment along with his other sales du- 
ties. This firm recommends that 
dealers handling radio stick to stand- 
ard parts made by reputable fac- 
tories. The biggest items that have 
been found are B batteries, phones, 
general parts, and tubes. They have 
assembled sets selling at $100 com- 
plete. They also have made up an 
outfit minus phones, batteries and 
bulbs to sell at $22.50. They have 
stimulated a good trade among local 
boys who are making their own sets. 

The Phillip & Allesbrook Hard- 
ware Co. is located at Fort Lupton, 
Col., a town of less than 1000 people. 
This firm has not gone in very 
heavily for radio as yet, but carry- 
ing for the past four months an 
average stock of $50 consisting of 
parts and supplies it has found it a 
successful line. The trade is also 
largely due to boys making their own 
tube sets. 

For the past year S. T. Smith, 
Laurel, Del., has handled a small 
stock of radio equipment, consisting 
mostly of parts. His trade is ex- 
clusively with boys who are making 
tube sets. 

C. E. Horton, Jr., has a retail store 
in Hume, Mo., boasting of less than 
600 people. He has just installed a 
radio outfit to listen in on broadcast- 
ing stations. It is a little too early 
to say just what Mr. Horton thinks 
of radio but he has created consider- 
able local radio interest. 


Profits in Popular Sets 


The approximate value of the 
average radio stock carried by the 
Helena Hardware Co., Helena, Mont., 
is $500. Helena has a population of 
more than 12,000. The most popular 
set carried by this firm sells for 
$15.50. The firm handles a good 
stock of parts kept in a radio depart- 
ment supervised by a radio man. 
This store has been carrying the line 
for seven months and considers it a 
worth while addition to their line of 
goods. : 

Mt. Jackson, Va., is a town with 
less than 500 people. C. M. Shannon, 
a local retail hardware dealer, has 
been carrying radio equipment for 
the past four months. We don’t 
know the value of his average radio 
stock but he tells us that his cus- 
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tomers are buying complete outfits 
valued at from $50 to $250. So far 
he is a booster for radio in the retail 
hardware store. 


Demand High Grade Goods 

Radio fans demand high grade and 
efficient merchandise, say the firm 
members of the Benjamin Hardware 
Co., Phoenixville, Pa. This store 
carries stock valued at more than 
$2,000 and has been in the radio end 
for eight months. It has found a 
strong demand for sets ranging in 
price from $25 to $150. This store 
also has a special radio man in 
charge of the radio department. 
The Benjamin Hardware Co. recom- 
mends radio to the retail hardware 
dealers of the country and cautions 
them to be particular in their pur- 
chases of this line. 

San Antonio registered more than 
161,000 Texans on the last census 
report. The Special Hardware & 
Plumbing Supply Co., of this city, 
has sold radio equipment for the past 
five months and considers it a good 
line. Their average stock is said to 
be worth $200 and the store’s sales 
to the individual range from $5 to 
$22.50 according to sales records. 
This firm has a radio department and 
carry some sets but go in heavier for 
parts as their trade have called for 
assembling units more than for com- 
plete outfits. 

These thirteen firms carry radio 
stocks that vary as much as do 
the populations in the thirteen cities 
mentioned. These figures and com- 
ments should serve as a valuable 
guide for other dealers who have not 
completed their radio purchasing ap- 
propriations. Turnover has not been 
discussed for the simple reason that 
only one of these dealers has carried 
the line for as long as twelve months. 

Radio manufacturers, however, 
have just about caught up with the 
consumer demand which is the best 
proof in the world that radio is a 
fast-selling line. Don’t forget the 
sales stimulation offered by the regu- 
lar radio sections in the leading daily 
papers throughout the land. The 
numerous broadcasting stations in 
all parts of the country make the 
radio an accessory of ever-increasing 
importance to the well appointed 
home. 


hat they think, but snap judgment often masquerades 
Only the thinker can transmute thought into effec- 
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HE most important man in business to- 
day is the sales manager—the man who 
is able to make other men sell merchan- 

dise and keep it sold. This is as true of the 

retail merchant as of the largest jobbing house 
or manufacturing plant in the country. Condi- 
tions have reached the “Sales” period. 

Speaking to business men of New York City 
recently, Roger Babson stated that 55 per cent of 
the period of depression has been completed, and 
that business is on the up-grade. In the economic 
period through which this country is now passing, 
there are, according to Mr. Babson, four stages: 
Over-expansion, decline, depression and improve- 
ment. The over-expansion stage was one of warn- 
ing, with the buyer as the man whose judgment 
was to be relied upon. The stage of decline was 
one where facts ruled, and the financial man—the 
banker—was in the saddle. In the depression 
stage, credit was the controlling factor and the 
credit man was the man of the hour. We are now 
entering the fourth or improvement stage, where 
sales plans are in the ascendancy, and where the 
sales manager is in the spotlight. 

In the period of over-expansion, which Mr. Bab- 
son refers to, the hardware merchant was busy 
with his buying. He was working tooth and nail 
to get merchandise. People asked for goods, and 
failing to get what they called for, took the best 
available substitute. Selling—actual selling—in 
retail stores dropped to a low ebb. No one was at 
fault. It was a matter of circumstance, yet it had 
a tendency to rust the machinery of sales. 

Then came the period of decline, with the so- 
called buyers’ strike, and the merchant was tem- 


The Man in the Spotlight 






COMMENT 


porarily stunned. Orders were cancelled in many 
cases, and the merchant who read the signs was 
busy trying to mend his fences. For a time he 
worried as much as he worked. 

Finally there came the depression proper, with 
its financial problems. Money was not so plenti- 
ful. The merchant became first of all a collec- 
tor. His time was spent trying to get the money 
due him, cutting down his expenses and bolstering 
up his own credit. 

Now we are definitely entering the improve- 
ment period, but it is not a boom period. Rather 
it is a period of opportunity for the merchant 
who is willing to think and act. Also it is a high- 
ly competitive period, when the sales will go to 
the store having the best selling plans and meth- 
ous, coupled with the most efficiently directed 
salesmanship. In other words, it is a period when 
the wise hardware merchant will appoint himself 
sales manager and take his new job seriously; 
when he will teach his men to sell; when he will 
insist on regular meetings of the sales force and 
careful study of sales problems; when he will per- 
sonally see to it that his salesmen read and digest 
every piece of stimulating sales literature that 
comes to his attention. It is a period when every 
effort must be made to increase both sales volume 
and stock turnover. 

Likewise, it is the retail salesman’s opportunity 
to justify his name and his job. It is a period of 
advancement for the one who makes good under 
the new conditions, and harsh as it may sound, it 
is the period when the lazy, the incompetent, the 
discourteous salesman, and the habitual order 
taker face a sign which reads “This Way Out.” 
















Preys 
PAINTS, 


STAINS, 
VARN NISHES 


ENAMI ELS 


Specially 
Priced 


ERY few people could take a 
Vy lettering brush and some ink 
for the first time and make a 
show-card suitable for display pur- 
poses. Yet, with a month of syste- 
matic practice together with a few 
modern tools and brushes the aver- 
age man can readily acquire the 
knack of single-stroke lettering. He 
will not be able to do fancy letter- 
ing and scrolls, of course, but all 
that the average man desires is a 
knowledge of the fundamentals of 
single-stroke lettering in order to 
do plain, legible, store show-cards. 
Nothing could be simpler or more 
plainly defined than the rotation of 
single strokes 
shown herewith, 
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Practice Is the 
Secret of 


Show-Card 
Perfection 


The Second Lesson of the Single 
Stroke Egyptian 
Alphabet 


By JOSEPH BERTRAM JOWITT 


outline, of the letter’s formation. 

The show-cards illustrated here- 
with were made in record time. This 
was possible because of the sim- 
plicity of the Egyptian alphabet, 
the strokes being all of equal width. 
The large letters in the word 
“TOYLAND” were made more attrac- 
tive by the addition of a sharp 
“spur” in the center of each letter. 
This simple decoration on a letter 
looks particularly well when shaded 
with a light gray. The shading color 
should not be any deeper than a 
light French gray. 

This is the second lesson on the 
single - stroke Egyptian alphabet, 


ee ee 
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covering the letters H to N. These 
seven letters are known as the 
square letters, the letter J being 
the only one requiring a circular 
stroke. 

In the formation of these seven 
letters the following number of sin- 
gle strokes were taken: Ten up- 
right or perpendicular strokes, five 
oblique or slanting strokes and two 
horizontal strokes, one crossing at 
the center of the letter H, the other 
forming the tail of the letter L. 
This makes a total of just nineteen 
single strokes to complete the entire 
seven letters. 

In view of the fact that most of 

these strokes are 





upright it is ad- 





and the way in 
which each letter 
is built up by a 
series of three or 


Bring the kiddies to 


4 





more of these 
single strokes. 
The arrows and 
numbers, or the 
hand and_ small 
letters show the 
direction in which 
the single stroke 
is taken until it 
joins with the 
final stroke. But 
the first thing a 
beginner’ should 
do before at- 
tempting to copy 
any of the alpha- 
bet is to draw a 
rough outline of 
each letter in 
pencil. Just a #j}  ° 
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erent 3 Conta 


OPEN THE 
YEAR AROUND 


Many New Curistmas Toys! 
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Ton 


visable for the 
beginner to prac- 
tice at consider- 
able length on 
theexercises 
shown at the bot- 
tom of the plate. 
Naturally in any- 
One: se Tig? st 
attempts at let- 
tering the hand 
will be a little 
shaky and it will 
be difficult to 
make _ perfectly 
upright strokes. 
The_ beginner’s 
strokes almost 
invariably lean a 
trifle to the right 
orien. "This 
may be overcome 
by drawing lead 
pencil lines just 

















single pencil line, ™ 
not a_ skeleton 


i i il a ah 


An attractive and timely example of the single-stroke 
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of the brush 
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strokes and care- ° 
fully following 
down every other 
line with the 
brush after it has 
been dipped in 
the ink. 

The first stroke 
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used in making 
the capital letter 
H is just a single 
downward stroke 
the exact width 
of the brush. It 
is made by start- 
ing at the top 
guide line and re- 
moving the brush 
only when within 
a fraction of an 
inch of the bot- 
tom guide line. 
This same stroke 
is also the first 
stroke used in 
making the other 
six letters. 

The beginner 
should follow 
closely the little hands and arrows. 
The direction in which they point 
indicate how each stroke should be 
taken and the abe shows in what 
rotation they connect. 

The b stroke in the center of the 
capital letter H which joins together 
the two upright strokes should be 
made from left to right. There will 
always be an unevenness at the top 
and bottom of all upright strokes, 
and these terminals should be 
squared off by turning the brush 
sideways between the thumb and 
first two fingers until it is at right 





ATKINS 


Silver 
Steel 


SAWS 
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This card was made in the old “hit and 
miss” fashion without proper spacing 
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near the W and 
too far away 
from the letter S. 
In short the let- 
tering seems to 
be extended all 
over the card and 
this gives a de- 





cidedly unpleas- 
ant appearance. 
All of this could 
have been over- 
come if a straight 
line had been 





drawn through 
the center of card 





and the lettering 
divided evenly at 
the right and left 
of this center 
line. This has 
been done in the 
case of card 
No. 2. 

A border of at 





Showing the strokes used in making the capital and: lower case letters included 


in this instalment 


angles with the downward stroke 
just taken. A short quick stroke 
carefully taken will even it off at 
the top and bottom. 

The capital letter J requires but 
two single strokes for its basic con- 
struction. One of these is taken 
straight downward and brush re- 
moved after a slight turn at the 
bottom guide line, the second or 
tail stroke joins this in opposite di- 
rection. The letter K is composed 
principally of three strokes, b 
stroke joining a stroke at about the 
center. The unevenness of strokes 
at top and bottom should be cor- 
rected in the manner previously 
mentioned. 

The lower-case letters will be 
found much more simple in their 
construction with great similarity 
in design. 

Next to the formation of the let- 
ters comes the spacing and the lay- 
ing out of letters and this is fully 
as important as making each letter 
perfect. Comparisons are always 
helpful in show-card writing and 
for this reason we show the two 
cards featuring “Atkins Saws.” 

First of all there is not sufficient 
margin around the edge of card No. 
1. Next, the 2%-in. letters are too 
large for the size of the card, which 
measures 22x14 in. The T in “At- 
kins” is too near the letter K and too 
far away from the letter A. The 
letter N was purposely made larger 
than the others in order to bring 
the letter S as near to the outside 
margin as the first letter A. 

In the word “Saws” the A is too 


least 2 in. in 
width should first 
be marked off in 
pencil around the 
edge of the card and the lettering 
kept well within this border. 

It has been demonstrated that the 
average person can read: lower-case 
words and letters from 20 to 30 per 
cent faster than he can read capi- 
tals. This is due, possibly to the 
flexibility of the lower-case and also 
to the fact that we become more 
accustomed to reading the lower- 
case type in newspapers, magazines, 
books and business letters. As the 
lower-case letters require much less 
time to execute they are used in 
preference to capitals. 
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While this one was properly laid out 
and spaced. See the difference 
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W. M. Calhoun of Bellingham, 
Wash., Helps Boys “Find Them- 
selves” and Improves the 
Community in Which He 


This Hardware 
Merchant Makes 


Better Citizens 








Lives by Doing So 





Yr PNHE hardware business conveys 
LT a sense of hardness, but that 

it does not affect the heart 
with that attribute anyone acquaint- 
ed with a dealer in that merchandise 
knows, and especially if he happens 
to know W. M. Calhoun, proprietor 
of the W. M. Calhoun hardware store 
of Bellingham, Wash. Mr. Calhoun 
has been dealing in hardware and 
home furnishings for fifteen years; 
four years as sales manager for the 
Northwest Hardware Co. of this 
city; some time in Walla Walla, and 
for years a stove expert. Since July, 
1921, he has been in business for 
himself in Bellingham, but that 
hasn’t prevented him from following 
his hobby—helping the friendless 
boy to find himself and develop into 
a manly youth. 

Mr. Calhoun has been working in 
the interest of the “pillar to post” 
boy for many years, and wherever he 
happened to be in business. He has 
taken that personal concern because 
he was himself a member of a 
“gang” when a boy, and because he 
knows the heart of the unbefriended 
lad his own heart is touched when- 
ever he comes in contact with him; 
knows it, indeed, from bitter person- 
al experience; knowing the alley 
haunts, the cold, unblanketed nights, 
the harsh words and the hungry 
stomach. 


How the Work Started 


That is one reason why Mr. Cal- 
houn is one of the greatest boy work- 
ers in the Pacific Northwest. That 
is why, musing over the wayward- 
ness of two lads who stole goods 
from his hardware store a few 
months ago, he asked the police to 
put them on probation, and instead 
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W. M. Calhoun 

of sending them to the reform 
school, to which they had been sen- 
tenced, to permit him to become re- 
sponsible for them. The _ police 
assented, and taking the lads into his 
confidence, Mr. Calhoun asked each 
to return to him with three of the 
worst boys of their acquaintance. 
They followed his wish, and the nine 
that came back were sent out into 
the highways and hedges until there 
had grown an organization of 375 
lads. Out of that has been formed 
the Universal Brotherhood of Boys 
—Mr. Calhoun’s conception—also the 
Bellingham Juvenile Band, which 
has seventy pieces and whose fame 
is spreading over the Northwest. 

The Universal Brotherhood of 
Boys movement, first known as 
Moose Tracks, has caught the atten- 
tion of representative citizens of 
Vancouver, B. C., and now, Mr. Cal- 
houn believes, the brotherhood will 
spread over Canada as well as 
through the United States. 

Meanwhile the band, whose mem- 
bers belong to the brotherhood, is 
growing, and before the year ends it 
will probably have 100 or more mem- 
bers. Clothed in zouave uniforms, 
the band made its first public appear- 
ance on May 5, in the mile-long 
parade of the Bellingham Tulip 





Festival. On Empire Day, May 24, 
it led a parade in Victoria, B. C. 
In August it headed a_ parade 
in Vancouver in which 30,000 school 
children marched, the procession be- 
ing one of the outstanding features 
of that city’s annual field day. It 
is now the largest juvenile band in 
the Pacific Northwest. 


This Work Pays 


Mr. Calhoun is exceedingly proud 
of the band and of the brotherhood, 
and partly because police records 
show a decrease of at least 50 per 
cent in juvenile delinquency in Bel- 
lingham since the organization of 
Moose Tracks. He is convinced 
that such practical work among 
boys pays the largest dividends, and 
voicing his faith in boys, he says: 

“TI believe there are many neglect- 
ed boys who, if given an opportunity, 
would become like shining stars, 
sometime, somewhere. Many have 
lost their mothers, or their parents 
have separated, and circumstances 
have forced them to face conditions 
that are cold and indifferent. The 
yearning of a little, lonely heart, the 
anxious longings, the hungering for 
human sympathy, are seldom if ever 
satisfied. Ours is the responsibility, 
and if we were to shoulder it as we 
should there would be fewer hospi- 
tals, jails, wards, reformatories and 
penitentiaries. Each of us is some 
boy’s ideal and we should ever extend 
a helping hand to every friendless 
youth. I know of no greater work. 
I know of nothing that gives greater 
satisfaction or that pays bigger 
dividends.” 

Our private opinion is that it will 
likewise pay Mr. Calhoun a hand- 
some dividend in future business. 





Many merchants throughout the country take an interest in their communities 


but we wonder how many really lend a helping hand to the unfortunate. 


There 


is something decidedly worth while in this story and it seems to us if more people fol- 
lowed Mr. Calhoun’s lead that there would be fewer prisons and more contentment. 
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Collaring Profits with Dog Collars 


The Gadsden Hardware Co., Gadsden, Ala. Stimulates 
Sales in Canine Equipment by Means 


of a Unique Window Display 


den Hardware Co., Gadsden, 

Ala, is, undoubtedly, the 
owner of a good dog. Otherwise he 
would never have known exactly how 
others feel about dogs and would not 
have proceeded to prepare an un- 
usually successful window on the 
strength of this knowledge. 

He knew that a dog—whether he 
be one of indeterminate antecedents 
or one of high degree whose ances- 
tors stalk proudly through page af- 
ter page of the Blue Book—will man- 
age somehow or other to be loved— 
for it’s a way a dog has. He knew 
that when the owner of a dog doesn’t 
take sufficient interest or pride in 
him to buy him a decent collar, that 
dog is generally treated so indiffer- 
ently in other ways that he’s better 
off dead. So he got up the snappy 
window card: 

“Buy your dog a new collar—if he 
isn’t worth it—kill him.” 


[een HARBIN, of the Gads- 


The results of this dog collar win- 
dow were extremely’ gratifying. 
The display not only attracted a 
great deal of attention, but has 
since increased the sale of dog col- 
lars, leads, muzzles, brushes, combs, 
whistles, etc., fully 50 per cent. A 
window devoted exclusively to ca- 
nine equipment is a decided novelty, 
and Mr. Harbin selected a particu- 
larly fortunate season for his dis- 
play for the late fall hunting season 
is on, and sportsmen throughout the 
country are thinking in terms of 
dogs, guns and game. 

A good dog is the pride of a 
sportsman’s heart and nothing com- 
patible with his high station in life 
will be denied him. He must be well 
groomed and possessed of a good 
collar and lead and the owner will 
seldom fail to buy if these goods are 
properly brought to his attention. 

The effect of this window display 
was increased by means of the in- 


troduction of a moving object in the 
window, which caught the eye of the 
passersby and caused them to pause 
and investigate. This was accom- 
plished by mounting a toy dog on a 
board which made about ten revolu- 
tions a minute. Beside the dog 
were placed a brush, comb and 
whistle. The effectiveness of this 
novelty was increased by screwing 
an electric light into one of the 
sockets of the bulb testing board 
which was used as a table, and so ad- 
justing it that it lighted each time a 
certain point was reached. 

The board was made to revolve by 
means of a small cord connecting it 
with an electric fan motor in the 
background, and between which an 
emery grinder had been introduced 
for the purpose of reducing the 
speed to the desired point. The 
grinder was equipped with two 
small pulleys, one of which con- 
nected the cord with the revolving 


Luther Harbin made use of the well-known fact that a moving display gets the attention every time. The revolving dog 
stopped the passersby and the second glance served to stimulate sales interest 
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board and the other connected with 
the fan motor. 


Catchy Show-Cards Featured 


For the purpose of emphasizing 
collars, one of the best in stock was 
placed about the neck of the toy 
dog. As may be seen from our illus- 
tration a leather lead is attached to 
this collar and this in turn is at- 
tached to a small chain extending 
from the ceiling of the window. The 
swivel in this chain keeps the lead 
from twisting. 

Under the revolving board will be 
noticed a slot cut in a box, which is 
covered with dark green crepe paper, 
and in this space is a long square 


The Development of a Firm 


Men of the early days were not mis- 
taken when they saw possibilities in 
electricity. Some of them had vision 
but lacked every other means of mak- 
ing a success except for their deter- 
mination to succeed. 

The annals of American business are 
filled with inspiring stories of young 











F. L. Kohlhase 


men who coming to great cities penni- 
less, have wrested from commerce not 
only a living but a brilliant success. 
Investigation of a large concern in 
Chicago brings to light such a story 
about F. L. Kohlhase of the National 
Stamping and Electric 
Works. 

Mr. Kohlhase came to 
Chicago in 1899. He had 
but two assets: a desire 
to succeed and a vision. 
Electricity was still in a 
process of development. 
Edison’s old carbon 
lamp was being used in 
the few great houses 
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box 4 x 18 in. with a % in. rod for 
an axle extending through both sides 
of the big box. This little square 
box revolves at about ten revolutions 
per minute by means of a small belt 
which connects it with the electric 
fan motor in the background. On 
the revolving box are four signs 
which, as the contrivance slowly 
turns, are brought successively to 
the attention of the window looker. 
The cards, which were very effective 
in holding attention, were as fol- 
lows: 
“What kind of a collar does your 
dog wear?” 
“We have all kinds of collars 
for all kinds of dogs.” 





which boasted of the new kind of 
lighting. 

While the country considered elec- 
tricity a fad that would soon give way 
to the old reliable gas flame, Mr. Kohl- 
hase, catching a vision of the extent 
to which electricity would be developed, 
started with a punch press, what is now 
known as the National Stamping and 
Electric Works. His faith has been 
well rewarded. The organization, 
which at present owns and entirely 
occupies the new building, illustrated, 
at 3212-3250 West Lake Street, Chi- 
cago, employs over 200 people. The 
varied line of electrical household ap- 
pliances made and marketed under the 
White Cross trade-mark, are known 
throughout America as well as many 
foreign countries. 

The firm has absorbed ten allied busi- 
nesses which have added materially and 
made the whole a most efficient produc- 
ing organization. The business creed 
which Mr. Kohlhase holds responsible 
for his success can be summed up in a 
few words: “The very best products 
that human skill and mechanical genius 
can create, sold at the lowest possible 
price compatible with first quality.” 


U. S. Chain & Forging Catalog 

The United States Chain and Forging 
Co., Pittsburgh, Pa., is now distributing 
a new catalog, describing its line of 
harness chains and miscellaneous chains 


and saddlery hardware. The catalog 
contains thirty-six pages. 

The various items manufactured by 
the company are well illustrated, thus 
enabling the reader to acquire an accu- 


rate idea of these preducts. 


Plant of National Stamping &€ Electric Works 
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“Buy your dog a new collar, if 
he isn’t worth it—kill him!” 

“We have a complete line of dog 
collars, leads, muzzles, combs, 
brushes, whips, training collars, 
harness and whistles.” 


A Full Line Show. 


On the floor of the window, in the 
foreground, were placed various 
types of collars, and just back of 
this at a 12 in. elevation were the 
leads, combs, brushes, whistles, ete. 
Still further back were training col- 
lars, whips, muzzles and more 
leather leads of British make. On 
the walls were colored pictures of the 
various breeds of dogs. 


Here’s a Christmas Display 
Suggestion 


Christmas is a time when all sorts 
of attractive displays can be installed. 
Christmas and snow are always asso- 
ciated together so it naturally follows 
that it would be well to associate them 
together in the window trims about 
that time of the year. A very Christ- 
massy window display can be obtained 
with very little expense. The floor of 
the window can be covered with cotton 
and imitation snow sprinkled over it 
to give it that sparkle and glisten that 
real snow gives. 

Then instead of the valance that 
many hardware stores use at the top of 
their window they can use cotton bat- 
ting cut to resemble icicles. 

Bits of cotton can be pasted on the 
window to give the appearance of snow 
and the effect will be complete. 

The goods that the dealer wants to 
display can be grouped around in the 
window on the cotton. A window trim 
of this kind will carry the atmosphere 
of Christmas. 


National Brass Co. Booklet 


The National Brass Co. of Grand 
Rapids, Mich., describes the various 
Dexter tubular locks and latches, door 
knobs, push bell plates, ete. The book- 
let is printed on a good quality of paper 
and is conveniently arranged to expe- 
dite reference. The line described in 
the company’s new publication is com- 
prehensive in scope and the various 
items are carefully illustrated. 


Northwestern Stamping Co. 
Catalog ° 


The Enessee line of tanks, troughs, 
poultry supplies and hardware special- 
ties are described in Catalog No. 22, 
recently issued by the Northwestern 
Stamping Co., of Burlington, Iowa. The 
catalog contains thirty-two pages and 
is of convenient size. 
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A Seasonal. Background That Helped Sell 
Electrical Merchandise 


have, in large measure, suc- 

cumbed to the will of man. 
Fire, wind and water are now used 
by him and do his bidding. Elec- 
tricity is perhaps the last of the 
powers to be chained, and, although 
it has proved responsive to man’s 
will to a marked degree, no one can 
tell as yet the future uses that may 
be made of it. 

The hardware merchant carries 
electrical apparatus which aids the 
housewife in cooking, cleaning, 
washing and heating. All of these 
home duties may now be performed 
by using “harnessed lightning,” 
and sales of percolators, toasters, 
grills, waffle irons, vacuum clean- 
ers, washing machines, irons and 
the many other household articles 
occur in ever-increasing quantities. 

In all of the aforementioned 
articles replacements may be re- 
garded as being few and far be- 
tween. There is another line, how- 
ever, which lends itself to steady 
profits and replacement sales. This 
may be roughly classified as mis- 


QO NE by one the forces of nature 


cellaneous electrical supplies, and 
includes bulbs, sockets, fuses, cord, 
insulated wire, switches, etc. These 
articles are in constant demand in 
every home throughout the land 
that uses electricity. They are 
among the hardware merchant’s 
best electrical profit-makers. 

That electrical merchandise lends 
itself readily to display may be 
seen by the accompanying illustra- 
tion. This window was installed 
recently by J. Schwertner of Cleve- 
land, Ohio, and was entered in a 
National Mazda Lamp to Home con- 
test. As it was shown late in Octo- 
ber the decorations of the Hallow- 
e’en season played an important 
part in the general effect produced. 

Edwin G. Treka, who arranged 
the display, started by using a 
three-panel screen for a_ back- 
ground. This showed a landscape in 
the foreground of which was a Hal- 
lowe’en pumpkin—a real Jack ’O 
Lantern, and scattered about this 
was a mushroom-like collection of 
bulbs. Panels at the sides showed 
witches’ cats, and the Hallowe’en 


idea was carried out throughout the 
entire window. The principal arti- 
cles shown were Mazda bulbs. These 
were fastened to the panels and 
were also set in sockets in the fore- 
ground and background as well. 
The cartons in which the bulbs 
were packed also formed an im- 
portant part of the display. Flash- 
lights occupied a conspicuous posi- 
tion in the window. Boudoir lamps, 
electric grills, toasters, waffle irons 
and chafing dishes were also shown 
to advantage. All in all it was a 
display to be remembered. 

This- idea can be used to advan- 
tage during any season of the year. 
Should the articles be shown dur- 
ing the Thanksgiving or Christmas 
seasons it would be an easy matter 
to substitute a turkey for the pump- 
kin shown in this display. Flowers 
could be used for a springtime win- 
dow, flags for the Fourth of July 
period. In fact the possibilities are 
endless for each and every season 
could be used as a background for 
a display of these essential elec- 
trical items. 
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The Friendly Road 


HE more rare a thing is the more we value 

it. This may, perhaps, account for the 

reluctance of some people in relinquishing ideas 

that may or may not have been worth something 

when they were accumulated twenty or more 
years ago. 


In respect to the lack of harmony between 
individuals, much of it arises from the fact 
that people are not always written in the same 
key. 

Fortune may smile at a great many, but she 
certainly gives some of us a dirty look.— 
Robinson’s Crusoe. 


* * * 


IFE is worth while in proportion to the 
amount of happiness we get out of it. And 
happiness, after all, is generally proportionate 
to the amount of self control we have attained. 


What this country needs is more paint on 
the old place and less paint on the young face. 


_ What this country needs isn’t a lower rate of 
interest on money, but a higher interest in 
work. 


HE Talmud, in warning against the evil of 

judging by appearances, advises us to look 
at the contents and not the bottle. This advice, 
written several thousand years ago, is particu- 
larly applicable since prohibition became a 
business. 


What this country needs is not a new birth 
of freedom, but the old-fashioned $2 lower 
berth. 


What this country needs is to follow the foot- 
steps of the fathers instead of the footsteps of 
the dancing master. 


* * * 


OUR time is worth money in proportion to 

what you make it produce. It is worth 
fully as much when devoted to thought and 
action, provided action follows thought. 


SMALL thing frequently throws a shadow 
out of all proportion to its size. Most of 

our grievances are merely shadows that seem 
wholly insignificant when traced to their causes. 


What this country needs is not more miles 
of territory, but more miles to the gallon. 


What this country needs isn’t more young 


men making speed, but more young men plant- 
ing spuds.—St. Paul Crescent. 


* % * 


IFE’S funny, isn’t it? Ever notice how peo- 

ple congregate around the back door of a 
street car? There’s lots of room up front, and 
sometimes seats—yet there they stand blocking 
everybody else.—Robinson’s Crusoe. 


What this country needs isn’t more liberty, 
but less people who take liberties with our 
liberty. 


What this country needs is not a job for 
every man, but a real man for every job— 
St. Paul Crescent. 


T is entirely within the range of possibility 

that faith and will may represent a form of 
physical energy not cataloged by the physical 
science. A man may shape events amazingly 
by firmly setting his course among them.— 
Garrett P. Serviss. 


What this country needs isn’t to get more 
taxes from the people, but for the people to 
get more from the taxes. 


What this country needs is more tractors and 
less detractors.—St. Paul Crescent. 


* * * 


LOT of the ill-feeling in this world arises 
from the fact that people with a real or an 
imaginary grievance frequently sputter around 
for days or weeks in a vague way instead of com- 
ing right out with it. 
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New England Ass’n Directors Select 
Place and Date for Next 
Convention 


—_——- 


The annual fall directors’ meeting of 
the New England Hardware Dealers’ 
Association was held at the Boston City 
Club, Boston, Mass., Thursday evening, 
Nov. 2, and plans formulated for the 
1923 convention and exhibition which 
will be held at Mechanics Building, Bos- 
ton, Feb. 21, 22 and 23, 1928. The Cop- 
ley Plaza was chosen as association 
headquarters during the convention. 

Former National President D. Fietch- 
er Barber, of Boston, addressed the 
directors on simplification of hardware. 
Arthur C. Lamson, of Marlboro, Mass., 
a member of the national board of gov- 
ernors, spoke on group meetings. Pres- 
ident W. W. True, of Newport, Vt., was 
detained at home by illness. L. Waldo 
Thompson, of Woburn, Mass., vice-pres- 
ident of the association, presided. 





R. G. Berrington Disirict Sales 
Agent for Cleveland Twist Drill 


‘Robert G. Berrington has been ap- 
pointed Philadelphia district sales agent 
of the Cleveland Twist Drill Co., suc- 
ceeding Harry Jenson, who has become 
assistant sales manager. Mr. Berring- 
ton has been connected with the sales 
department of the company for thirteen 
years, representing its interests in the 
Central States and Canada, but resigned 
two years ago to act as sales agent for 
a line of machine tools in the Cleveland 
territory. 





Benjamin Davis Representing Salem 


Mfg. Co. in Chicago 


—— 


Benjamin Davis, until recently in 
charge of the specialty sales of the 
Miller Co., Philadelphia, Pa., and sales 
director of the Silverray Fry Pan Co., 
is now representing the Salem Mfg. Co. 
of New Jersey, manufacturers of San- 
O-Fibre specialties and floor coverings, 
while still retaining the presidency of 
his own company, the San-O-Fibre 
Products Co. Mr. Davis has a large 
office and display room on the seventh 
floor of the North American Building, 
Chicago, Ill. as well as warehouse 
facilities at Thirty-sixth and Iron 
streets, Chicago. 





J. E. Snyder Passes Away 





J. E. Snyder, vice-president Hess- 
Snyder Co., Massillon, Ohio, manufac- 
turer of stoves and heating furnaces, 
died recently at the age of severty- 
seven. 





Fraser Resigns as Wickwire Spencer 
Sales Manager 


_— 


Allan Fraser, of New York City, re- 
signed Nov. 1 as general sales manager 
of the Wickwire Spencer Steel Corpora- 
tion, and will shortly leave for San 
Francisco, where he will be the exclusive 
sales representative for the Wickwire 
Spencer Steel Corporation on the Pacific 
Coast. 

Arrangements have been completed 
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which will permit him to establish sell- 
ing connections with other representa- 
tive manufacturers of iron and steel 
products, hardware and kindred lines. 

Mr. Fraser, it is said, will enjoy ex- 
ceptional advantages in having asso- 
ciated with him a thoroughly organized 
sales force, which with adequate ware- 
house facilities both in San Francisco 
and Los Angeles, will enable him to 
offer sales service on the coast to manu- 
facturers seeking that market. 

For twenty-five years Mr. Fraser was 
identified with the American Steel & 
Wire Co., and is credited with genuine 
constructive work in developing their 
extensive business in the territories 
under his supervision. 

Mr. Fraser received his early training 
in the office of James A. Farrell, now 





Allan Fraser 


president of the United States Steel 
Corporation, and with the American 
Steel & Wire Co., the Wickwire Steel 
Co., and its successor, the Wickwire 
Spencer Steel Corporation. He has a 
wide acquaintance in the trade. 

On a recent trip across the continent 
Mr. Fraser made an exhaustive study 
of trade conditions and requirements 
west of the Rockies, and is thoroughly 
familiar with the requirements of the 
Western markets. 





John K. Boll Now with Wheeling 
Steel Products Co. 





John K. Boll, for many years sales 
manager, Page Steel & Wire Co., has re- 
signed to accept an important position 
with the Wheeling Steel Products Co., 
which will sell the output of the new rod 
and wire mills of the Whitaker Gless- 
ner Co., now nearing completion at 
Portsmouth, Ohio. Mr. Boll will assume 
his new duties Nov. 16. 





L. C. La Claire Heads Organization 
of Michigan Dealers 





L. C. La Claire, Big Rapids, Mich., 
has been elected president of the dis- 
trict association of hardware dealers 
comprising the counties of Clare, Lake, 
Osceola, Mason and Mecosta. The elec- 
tion was held at a banquet at the West- 
ern Hotel, Big Rapids, at which C. P. 
— the outgoing president, was 

ost. 


holders. 


83 


W. G. Stowell Appointed Vice- 
President Coffield Washer 





William G. Stowell, formerly produc- 
tion manager of the Coffield Washer Co., 
Dayton, Ohio, has been appointed vice- 
president. Other changes of personnel 
in the company are as follows: Ed- 
ward P. Becker, who formerly held sales 
positions with the Electric Appliance 
Co., Pittsburgh, and the Chicago Wash- 
ing Machine Co., Chicago, becomes sales 
manager. Harry W. Hoskinson, for- 
merly superintendent of machine works, 
has been promoted to factory production 
manager. 





George D. Rice Sales Manager of 
National Brass Co. 


George D. Rice has been appointed 
sales manager of the National Brass 
Co., manufacturers of brass hardware, 
Grand Rapids, Mich., with which he has 
been connected as sales agent in New 
York and Eastern States since the com- 
pany was organized, twelve years ago. 
Mr. Rice is one of the earliest stock- 





Death of J). Edward Guenther 





J. Edward Guenther, president of the 
Guenther Hardware Co., Owensboro, 
Ky., died at his home in that city on 
Oct. 26. Mr. Guenther had been identi- 
fied with the retail hardware and im- 
plement trade for many years. 








J. E. Hatt in Charge of duPont’s 
Chicago Office 





J. E. Hatt, Northwestern manager at 
Seattle, Wash., for the E. I. duPont de 
Nemours & Co., Inc., has been appointed 
as manager of the Chicago office to suc- 
ceed E. Wishart, who has been 
granted an indefinite leave of absence 
because of ill health. 





Patterson-Sargent Co. to Build 


_ 


The Patterson-Sargent Co., paint and 
varnish manufacturers, Cleveland, Ohio, 
has begun excavations for the erection 
of a four-story and basement warehouse 
at 2026 Lumber Street, Chicago, III. 





W. F. Stevenson Killed in Accident 





Walter F. Stevenson, a sales repre- 
sentative for Hooven & Allison Co., 
manufacturers of twine, Xenia, Ohio, 
was killed at Grand Forks, N. D., when 
the automobile in which he was riding 
was struck by a train. 








A. J. Lindemann Back from Europe 





A. J. Lindemann, president A. J. 
Lindemann & Hoverson Co., Milwaukee, 
manufacturer of stoves and ranges, has 
returned from a three-months’ business 
and pleasure tour of the British Isles 
and the Continent. 
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Congress Resumes Work Facing Big Job— Adminis- 
tration’s Ship Subsidy Bill May Be Antag- 


onized by Soldiers’ Bonus Measure 


HE third session of the 67th 
Congress met at noon to-day 
and promises to run under high 
pressure until March 4 next with the 
briefest sort of a holiday recess. Pres- 
ident Harding’s address which will be 
delivered to Congress to-morrow out- 
lines a brief but imperative legislative 
program with the ship subsidy bill well 
to the fore and the fourteen big budget 
bills promising to take the lion’s share 
of the time. 

With a pruning knife as sharp as a 
razor, Brig. Gen. Lord, who recently 
succeeded General “Hell-and-Maria” 
Dawes as Director of the Budget, has 
whittled to the bone all the depart- 
mental estimates for the support of 
the Government during the coming 
year. The total will still be large 
enough, however, to cause much anxiety 
among business men concerning the 
possibility that the Treasury Depart- 
ment may suggest more taxation in the 
near future. 


No Luxuries Allowed 


With a view to keeping expenditures 
within the current national income 
many praiseworthy projects in the 
way of public improvements have 
been abandoned for the present and 
Uncle Sam is not likely to be allowed 
any luxuries for a long time to come. 
But even with the closest of figuring 
the national outgo will so nearly ap- 
proximate the income as to make a 
deficit for the next fiscal year much 
more than a possibility. 

President Harding’s pet project—and 
the pet project of millions of thought- 
ful business men—is the so-called ship 
subsidy bill which is designed to pro- 


WASHINGTON, D. C. 
Nov. 20, 1922 
By W. L. CROUNSE 


vide assistance to private citizens 
operating vessels in foreign trade, and 
which stands at the top of the legis- 
lative program. In spite of this fact 
I regret to say its position is decidedly 
precarious, not because of its lack of 
merit but because of the peculiar par- 
liamentary situation that always pre- 
vails during short sessions of Congress. 
The time at the disposal of the two 
houses is so brief that any organized 
opposition to a specific measure is likely 
to prove fatal. 

Of course, the very life of the nation 
depends upon the passage of the ap- 
propriation bills which, under the rules 
of both houses, have the right of way. 
Much work has already been done on 
these bills but it will require tremend- 
ous pressure to put them through both 
houses in time for the President to sign 
them before noon of March 4 next. 


No Gag Rule in Short Session 


This means that very little time— 
and that only at irregular intervals— 
will be available for the serious con- 
sideration of the most important gen- 
eral legislation; hence, with the free 
and easy rules of the Senate, which 
practically preclude the use of cléture 
during a short session, a half dozen 
opponents of any particular legislative 
proposition can prevent its enactment. 

The advocates of the ship subsidy 
bill have been somewhat cheered during 
the past week by the announcement 
that the dry leaders in Congress will 
not attempt to force a rider into the 
subsidy measure forbidding the sale of 
liquor on vessels drawing a_ subsidy 
from the Federal treasury. This as- 
surance is given because the drys are 


satisfied that the Attorney-General’s 
decision to the effect that the Volstead 
Act applies to all vessels flying the 
American flag will take care of the 
matter without any further legislation. 

Safely over one hurdle, however, the 
friends of the bill find themselves fac- 
ing a threat from the champions of 
the soldiers’ bonus bill to attach that 
measure as a rider to the subsidy bill. 
This is a serious matter indeed. 


Bonus Champions Are Powerful 


The bonus advocates constitute a 
majority of both houses, as was demon- 
strated last session. They know that 
they can easily defeat the subsidy bill 
if a square issue is made between the 
two measures. They also know—or 
ought to know—that President Hard- 
ing will veto a subsidy bill carrying a 
soldiers’ bonus rider unless a provision 
satisfactory to the Secretary of the 
Treasury is incorporated in the joint 
measure for raising the money neces- 
sary to pay the bonus. 

This makes a pretty kettle of fish. 
With the possibility of a deficit staring 
him in the face the Secretary of the 
Treasury will, of course, insist that if a 
bonus bill is enacted Congress shall 
provide some additional method of rais- 
ing revenue. This means more taxa- 
tion at a time when the people are de- 
manding relief from the heavy burden 
they are now staggering under. 

Under these circumstances the ad- 
vocates of the subsidy bill are having 
some difficulty in keeping a stiff upper 
lip. Meanwhile the champions of extra 
pay for the doughboys are chanting in 
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MARKET REPORTS 





ONDITIONS throughout the country are 

improving steadily and confidence in the 
future is being manifested in all sections. 
Jobbers and retailers report that stocks are 
moving rapidly and that shortages are devel- 
oping in certain lines. Transportation diffi- 
culties are said to be responsible for this con- 
dition in many instances. Price changes have 
been comparatively few in number and such 
as have occurred have been in the nature of 
advances. Word has been received that a 
number of manufacturers have notified job- 





WEEKLY MARKET SUMMARY 


bers of impending advances occasioned by the 
increase in the cost of materials. Jobbers are 
advising their trade to do their spring order- 
ing early and it is said that advance business 
has already reached large proportions. 

The open autumn has resulted in excellent 
sales of auto accessories, and it is also stated 
that sales of guns and ammunition have been 
exceptionally large in practically all sections 
of the country. The same conditions obtain 
with respect to merchandise of a holiday na- 
ture. 








NEW YORK 


Market Conditions 


2) eee are reported to be improving and ship- 
ments are being received more promptly than they 
have been for some time, although there is still conges- 
tion in some localities caused by railroad embargoes and 
freight car shortages. 

The current demand in the local market is particularly 
strong. Orders that jobbers have received for spring ship- 
ment of garden tools, wire cloth, and related lines are ex- 
ceptionally large. One jobber for instance has stated that 
the orders he has received to date exceed the total volume 
of business he did in garden tools during the entire year 
of 1922. 

Possibilities.of the strike of the 300 freight handlers in 
the Waverly freight yards of the Pennsylvania Railroad at 
Newark, N. J., threatens to extend to a tie-up of the entire 
New York Harbor, although railroad officials express 
confidence of a settlement without difficulty. 

Retailers in this section believe that Christmas sales this 
year will be exceptionally large, and they seem to be gov- 
erning their orders accordingly. 


Price Changes 


_— the important price changes announced during 
the past week by local jobbers were the following: 

An advance of 10 per cent on gasoline torches. 

An advance of approximately 20 per cent on wire nails 
and brads in 1 lb. packages. 

An advance of $2 per doz. on ash sifters. 

An advance of 10 per cent on lantern globes. 

An advance of 10 per cent on grindstones. 

Some jobbers reported that some manufacturers of 
garden tools advanced prices 10 per cent, effective Nov. 15. 

One large manufacturer was reported to have withdrawn 
all prices on cutlery. 

The reasons attributed for these advances in most cases 
were that “increasing costs and the more aggressive de- 
mand have made price readjustments necessary for the 
manufacturer to conduct his business on an equitable 
basis.” . 


Ash Sifters——Some jobbers advanced 
prices $2 per doz. during the past week. 
The demand is strong and stocks are 
reported to be fair. 


Jobbers’ quotations, f.o.b. New York: 
Ash sifters, revolving, galvanized, 
packed 2 to a crate, $2.27 each. 


Axes and Hatchets.—There are still 
some shortages reported in the local 
market. Prices are very firm and the 
demand is heavy. 


Jobbers’ quotations, f.o.b. New York: 

Ordinary grade handled axes, 3 to 4 
lb., $16.50 per doz. net; 3% to 4%-lb., 
$17 per doz. net; 5 to 5%-Ib., $18 per 

% to 5%-lb., $18 per doz. 

net; 5%-Ib. solid, $18.50 per doz. net. 

Flint edge Rockaway pattern axes, 
3 to 4-lb., $19.25 per doz. net; 3% to 
41%4-lb., $19.25 per doz. net; 4 to 5-lb., 
$19.75 per doz. net. 

Connecticut pattern axes, 3 to 3%- 
Ib., $18.50 per doz. net. 

Hatchets, full polished half and 
Shingling, No. 1, $18.80 per doz.; No. 
2, $19.40 per doz. 


Bolts and Nuts.—The demand for 


bolts and nuts continues healthy and ware 


Jobbers’ quotations, f.o.b. New York: 

Square nuts, %-in., l6c. per Ib.; 
fs-in., 15c. per lb.; %-in., 13c. per Ib.; 

-in., 12c. per Ib.; %-in., 11c. per Ib.; 

-in., 10c. per lb.; %-in., 9c. per Ib. 

Common carriage bolts, % x 6-in. 
and smaller, 30 to 30 and 5 per cent; 
larger and thicker, 30 to 30 and 5 per 
cent. 

Machine bolts, % x 4 and smaller, 
40 to 40 and 5 per cent; larger and 
thicker, 40 to 40 and 5 per cent. 

Lag screws, 40 to 40 and 5 per 


cent. 

Semi-finished hexagon bolts, * and 
smaller, 65 per cent; larger and 
thicker, 60 per cent. 

Tinners’ rivets, 50 to 50 and 10 per 
cent. 

Hexagon machine screw nuts, iron, 
66% per cent; brass, 4-32 and 14-20, 
~ to 50 and 10 per cent from new 
ist. 

Toggle bolts, steel bright finish, 75 
per cent. 

Stove bolts, 75 to 75, 10 per cent. 

Iron rivets, 50 to 50 and 10 per 
cent. Solid copper rivets, 40 per 
cent. 

Lock washers, * to %-in., 79 per 
cent; % to %-in., 50, 10 and 5 per 
cent; }4 to 1-in., 40 and 5 per cent. 


Butts.—All kinds of builders’ hard- 
strong demand. 


continues in 


Jobbers’ quotations, f.o.b. New York: 

Butts, 3% x 3%, dull brass or an- 
tique copper, in case lots, 25c. per 
pair, 

Carving Sets.—There appears an in- 
creased interest each week on these 
items, due undoubtedly to holiday stim- 
ulation. Fair stocks and firm prices are 
reported as prevailing. 

Jobbers’ quotations, f.o.b. New York: 

Three-piece carving _ set, stag, 
forged steel bolster, knife 8-in. steel 
blade, $2.75 to $4.75 each. 

Three-piece carving set, sterling 
silver ferrule, knife 8-in. resist stain 
Steel, $4.75 to $7 each. 

Christmas Tree Holders.—Dealers are 
buying this item at firm prices. It is 
thought that stocks will be ample to 
meet all requirements. 

Jobbers’ quotations, f.o.b. New York: 

Gem Christmas tree holder, $4.50 
per doz. net. Crown Christmas tree 
holders, 2-in., $7.89; 3-in., $13.15 per 
doz., less 5 per cent in full box lots. 
Clipping Machines.—Dealers in the 

rural districts are making inquiries and 


consistent. 
Prices are firm. 


Stocks appear ample and Prices are considered stiff and stocks placing some orders at this time. 
are short on some items, 


Stocks are fair and prices are steady. 
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Jobbers’ quotations: 

Stewart No. 1 ball bearing clipping 
machine, $10.75; No. 360 top plate, $1; 
No. 361 bottom plate, $1.50; dealer’s 
discount, 25 per cent f.o.b. New York. _ 

Stewart electric clipping machine, 
all standard voltages, hanging type, 
$80, f.0.b. Chicago; pedestal type, $85, 
f.o.b, Chicago; dealer’s discount, 25 
per cent. 


Drapery Hardware.—This is an ac- 
tive fall line at firm prices. Stocks 
appear entirely adequate. 


Jobbers’ quotations, f.o.b. New York: 

Curtain Rods.—lIron, Brass plated, 
12-ft. lengths, %-in., 2%c. per ft.; 
%-in., 3%c. per ft. Extension rods, 
js-in. brass tube, solid inner rod, 
extends from 23 to 42 in., 38c. per 
doz. Extension rods, %-in. brass 
tubes, brass ends, extends from 24 to 
44 in., 95c. per doz. 

Curtain Poles.—Mahogany and oak, 
1-in., $3.50 per 100 ft.; 1%-in., $5 per 
100 ft. 

Curtain Pole Sets.—Consisting of 1 
pr. of ends, 1 pr. of brackets and 10 
rings, 1l-in., mahogany finish, $3.85 
per doz. sets; 1%-in. mahogany fin- 
ish, $3.25 per doz. sets; l-in. oak 
finish, $3.85 per doz. sets; 1%-in. oak 
finish, $3.25 per doz. sets; l-in. white 
enamel finish, $6.45 per doz. sets; 1%- 
in. white enamel finish, $6.40 per doz. 
sets. 

Pole Rings. — Polished steel brass 
plated, 1%-in., 32c. per doz.; 1%-in., 
36c. per doz. Wooden pole rings, with 
screw eyes, mahogany, 1%-in., $1.30 
per 100; 1%-in. mahogany, $1.40 per 
100; 1%-in. oak, $1.30 per 100, and 
1%-in., $1.40 per 100. List +40. 

Pole Ends.—Polished brass, for 1-in. 
pole, $2.75 per doz.; for 1%%4-in. pole, 
$4.50 per doz. 

Pole Brackets.—Steel, brass plated, 
1-in. pole, 48c. per doz.; 1%-in. pole, 
48c. per doz. 

Drapery Hooks.—Metal, steel plated, 
48c. per gross. Solid brass, 89c. per 
gross. 

Single extension flat curtain rods 
and brackets, velvet brass finish, 1144- 
in. projection, 28 to 48-in. extension, 
$2.63 per doz.; 2%-in. projection, 28 
to 48-in. extension, $2.63; 1%4-in, pro- 
jection, 36 to 63-in. extension; $3.42 
per doz.; 2%-in. projection, 36 to 63- 
in. extension, $3.42. 

Double extension, flat rods, curtain 
rods and brackets, 1% and 2%4-in. pro- 
jection, 28 to 48-in. extension, $5.25 
per doz.; 1%, 2% and 3%-in. projec- 
tion, 36 to 63-in. extension, $6.85. 

Triple extension, flat curtain rods 
and brackets, 1% to 4-in. projection, 
28 to 48-in. extension, $7.90. 


Food Choppers.—There is an increas- 
ing demand for food choppers. Stocks 
appear well balanced and prices are 
firm. This is usually a good holiday 
item. 


Jobbers’ quotations, f.o.b. New York: 

Food Choppers. — Universal No. 1, 
$22 per doz.; No. 2, $27 per doz. Dis- 
count 25 and 10 per cent. Gem, No. 
120, $16 net; No. 122, $19 net. Russ- 
win, No. 1, $15 net; No. 2, $18 net. 
Enterprise, No. 5, $2.75 each, list; No. 
10, $4.50 each, list; 25 per cent dis- 
count, 


Game Traps.—Reports indicate that 
dealers are re-ordering on game traps, 
as it has been a good item so far this 
fall. Fair stocks and firm prices are 
reported. 

Jobbers’ quotations, f.o.b. New York: 

Triple clutch game traps, jaw 
spread, 4%-in., $2.75 per doz. 

Jump traps, with chain, No. 0, $1.89 

per doz.; No. 1. $2.20 per doz.; No. 114, 

$3.17 per doz.; No. 2, $4.88 per doz.; 

No. 3, $6.59 per doz.; No. 4, $7.69 per 


doz. 

Triumph traps, No. 10, $1.55 per 
doz.; No. 11, $1.85 per doz.; No. 11%, 
$2.75 per doz.; No. 12, $3.60 per doz.; 
bw 13, $6.20 per doz.; No. 14, $7.35 per 

oz. 


Grindstones.—A 10 per cent advance 
has been announced on Samson grind- 
stones, as stated previously in this re- 
port. This is usually a fairly good 
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season for this item, and jobbers report 
fair interest. Stocks appear adequate. 
New prices are given in the following 
schedule: 


Jobbers’ New 
York: i 
Samson grindstones, No. 1, $8.80 
each; No. 2, $8.25 each; No. 3, $7.75 

each, 


Hand Tools.—Tools are being sold in 
good quantity at firm prices. There is 
a strong demand from carpenters and 
mechanics in practically all sections in 
this district. There is also considerable 
holiday interest shown in tools. Stocks 
are fair. 


Jobbers’ quotations, f.o.b. New York: 

Claw hammers, No. 1 size, $13.36 
per doz.; No. 1% size, $12.74 per doz.; 
No. 2 size, $11.48 per doz. 

Machinists’ hammers, 8-0z., $8.40 
per doz.; 12-0z., $12 per doz.; 16-o0z., 
$8.60 per doz.; 20-0z., $9.45 per doz. 

Hand Drills. — Steel frame, nickel 
plated, cut gears, black enamel, 
length, 11 in. without drill points, 
$2.30 each. Same, large size, lengths 
12% in., $2.42 each. Same, black 
enamel frame, 12% in. long with 8 
drill points, $2.17 each. Same, solid 
steel frame, detachable steel handle, 
hollow end handle, partly nickel 
plated, 1l-in., no drill point, $1.91 
each, 

Breast Drill.—Malleable iron frame, 
adjustable breast plate, barber chuck, 
forged jaws, cut gears, 2-jaw chucks, 
15-in., $2.35 each. Same, cast iron 
frame, 8-in., $3 each. Same, ball 
bearing, malleable iron stock, chuck 
and crank nickel plated, with level 
attachment, 17%-in., 2-jaw, $3.83 
each; 3-jaw chucks, $4.35 each. 

Bid Holders.—Extension model, pol- 
ished steel, made to follow %-in. bit 
and larger, packed 1 in a box, 12-in., 
$1.40 each; 15-in., $1.43 each; 18-in., 
$1.45 each; 24-in., $1.55 each; 30-in., 
$1.65 each. 


Ice Skates.—Holiday preparation 
shows that considerable attention ‘is 
being given to ice skates. Stocks are 
apparently good and prices are firm. 
Interest is very strong in this line. 


Jobbers’ quotations, f.o.b. New York: 

Men’s and boys’ all clamp club 
skates, top part made of best quality 
cold rolled steel, sizes 8 to 12-in., 
runners made of polished cast steel, 
70c. per pair. Same with all parts 
nickel plated, 98c. per pair. Same, 
nickel plated, with hardened runners, 
$1.26 per pair. Men’s and boys’ all 
clamp hockey skates, top plates made 
of cold holled steel, sizes 9% to 11%, 
runners cast steel, all/parts nickel 
plated, $1.03 per pair. Same with 
hardened runners, $1.35 per pair. 
Canadian hockey skates, for men, 
women and children, runners ‘cast 
steel, all parts nickel plated, 78c. per 
pair. Same, all parts nickel plated 
with extra polished tempered run- 
ners, $1.32. Extension bob skates for 
children, made of bright steel with 
web strap, one skate for all sizes, ex- 
tensicn 6 to 9 in., 46c. per pair. 
Women’s and children’s club skates 
with russet leather back and strap, 
top plates and clamps made of cold 
rolled steel, runners cast steel pol- 
ished. 96c. per pair. Same, all parts 
nickel plated, $1.16 per pair. 

Skate sharpeners, $1.65 per doz. 
Skate holder for sharpening skates, 
$6.25 each. Skate keys, 35c. per doz. 


Nails —An advance has been given 
out on wire nails and brads put up in 
1-lb. packages, the amount of increase 
being 20 per cent. 


Jcbbers’ quotations, f.0.b. New York: 

Wire nails, $3.75 to $3.90 base per 
keg. Blued wire nails, 3d fine, $5.35 
to $5.50 net per keg. Cut nails, $4.10 
to $4.20 base per keg. Coated nails, 
$3.25 to $4 base per keg. 

Wire nails and brads in small lots, 
70 per cent off list. ie 

Roofing nails, 1 x 12, per 100 Ib., 
$6.95 for galvanized and $5.20 plain. 

Wholesale prices vary in different 
parts of the city. 


quotations __f.o.b. 
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Nut Crackers and Picks.—As a holi- 
day item these are very popular. It is 
also considered ‘a good fall line. In- 
terest seems to increase each week at 
very firm prices. Stocks are satisfac- 
tory. 


Jobbers’ quotations, f.o.b. New York: 
Sets, including 1 nut cracker with 
6 picks, $3 per doz. sets. 


Stove Pipe.—This item is in good de- 
mand, which seems to be increasing 
each week. Stocks appear ample and 
prices are generally considered stiff. 


Jobbers’ quotations, f.o.b. New York: 

Black iron stove pipe, No. 28 gage, 
12 lengths in a bundle, 4-in., $1.40 to 
$1.60 per doz. lengths net; 4%-in., 
$1.55 to $1.75 per doz. lengths net; 
5-in., $1.75 to $1.95 per doz. lengths 
net; 5%-in., $2 to $2.25 per doz. 
lengths net; 6-in., $2.25 to $2.50 per 
doz. lengths net. 


Snow Shovels.—These are strong 
winter items at firm prices. Stocks ap- 
pear ample. 


Jobbers’ quotations, f.0.b. New York: 

Galvanized steel snow — shovels, 
ribbed steel blade, 7% x 10-in., ash 
D-handle, $2.40 per doz. Same, ribbed 
steel blade, 21 x 16-in., reinforced 
back, D-handle, $11.50 per doz. 
Same, spring steel blade, 16 x 18-in., 
japanned D-handle, $9.85 per doz. 


Sleds.—Stiff prices, ample stocks and 
fairly active demand characterize this 
phase of the local market. 


Jobbers’ quotations, f.0.b. New York: 

Sieds.—List prices Flexible Flyer, 
No. 1, $3.75 each: No. 2, $4.50 each; 
No. 3, $5.75 each; No. 4, $6.25 each; 
No. 5, $8.50 each; Junior Racer, $6 
each; Racer, $6.75 each; No. 4, with 
toot rest, $7.75 each; No. 5, with foot 
rest, $11 each. 

Discounts.—From New York stock, 
33% per cent; f.o.b. factory, 35 per 
cent. 

List Price.—Fire Fly, No. 9, $2.30 
each; No. 10, $2.75 each; No. 11, $3.40 
each; No. 12, $3.75 each; Racer, $4 
each, 

Discount.—From New York stocks, 
40 and 5 per cent; f.o.b, factory, 40 
and 10 per cent. 


Vacuum Cleaners.—The demand for 
vacuum cleaners continues to increase. 
Stocks appear adequate and prices are 
firm. 


Jobbers’ quotations, f.o.b. New York: 
New improved type of vacuum 
cleaner, polished aluminum, standard 
motor, self-locking handle, adjust- 
ment, all attachments, $41.50 each 
net. 


Weather Strips.—Dealers are buying 
consistently, as this is a very active 
consumer line. Jobbers report adequate 
stocks, and prices are firm. 


Jobbers’ quotations, f.o.b. New York: 

Rubber Weather Strip. — Walnut, 
hazel, cherry, stained, 50-10 per cent; 
ash, oiled, 3314-5 per cent; any of the 
above polished, 25-5 per cent; white 
enameled, 20 per cent; packed cush- 
ion, 121% per cent; Nos. 0-7 double 
rubber, 70 per cent; Nos. 60-65 felt 
weather strip, 60 per cent; Nos. 7()-75 
clincher felt, 50-10 per cent; Nos. 22- 
29 single edge, 25 per cent; Nos. 18-20 
cushion, all felt, 25 per cent; Nos. 
8-11 flexible, all rubber, 60 per cent; 
Nos. 00-07 single edge rubber, 70 per 
cent; metallic flexible weatherstrip, 
60-5 per cent; metallic (in 7 ft. 
lengths), 60-5 per cent. 


Window Glass.—Prices appear firm, 
stocks are light, and interest fair for 
window glass. 


Jobbers’ quotations, f.0.b. New York: 

A single, 84 per cent; B single, 86 
per cent; A double, 85 per cent; B 
- 88 per cent. List of March 1, 
913. 
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Office of HARDWARE AGE, 
1505 Otis Bidg., 
Chicago, Ill., Nov. 18. 


HERE have been no new develop- 
é} ments in the business situation 

of this section during the past 
week. All prices seem to be very firm 
and a few advances were announced. 
It is felt that these advances were prin- 
cipally to get prices in line with other 
numbers and similar lines that have 
already been advanced. 

Due to the higher prices ruling at 
this time, some retailers have put off 
placing future orders, thinking that 
prices would again break. The desira- 
bility of doing this has been questioned 
by many of the dealers who are placing 
their future orders as promptly as pos- 
sible before other advances become ef- 
fective. It is felt that prices can not 
be lower, due to the shortage of raw 
material in many lines and the increas- 
ing cost of manufacturing. 

Many of the buyers of this section 
who have always been considered as 
conservative are urging the placing of 
orders on present schedules, believing 
that many items of hardware will be 
hard to get when their respective sea- 
sons open. 

Manufacturers who have been ap- 
proached about the present price trend 
do not hold out any assurance that 
hardware will be cheaper by spring. 
In fact, they are inclined to think that 
it will be higher then than at the pres- 
ent time. They also feel that further 
advances of any kind are not desirable 
and have declared an unwillingness to 
issue higher prices unless the present 
scarcity of material and increasing 
costs make it absolutely necessary. 

While stocks of hardware are usually 
being trimmed down to a minimum at 
this time of the year preparatory to 
inventory it is felt that there is not 
as much merchandise available for dis- 
tribution as would be desirable. Hard- 
ware is not as plentiful as it was and 
each day brings an announcement that 
some firm is sold up for the rest of the 
year. 

However, these conditions always pre- 
vail when business is good and indicate 
avery healthy tone. The car situation 
has improved in many sections, although 
considerable difficulty is reported in 
getting raw material and finished prod- 
ucts moved in sufficient volume to meet 
consumption demand. 

Steel output has gained in this dis- 
trict and encouraging reports as to crop 
yields have been beneficial. The Illinois 
corn yield has been put above the usual 
average and the higher prices for farm 
produce have helped the rural merchant 
to a considerable degree. 

_ The chief interest at the present time 
ig centered in holiday lines. Merchants 
are placing good orders. It is reported 
that the sale of electrical appliances will 
be the largest in their history by the 
end of the present year. This will add 
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another line to the record breakers of 
which paint was probably the most 
prominent. All records were broken 
for the city of Chicago in the sale of 
postage stamps. Over $215,000 worth 
were sold in one day, which breaks any 
previous daily record. This would indi- 
cate the increase in business of all 
kinds and is far enough away from the 
holidays not to be influenced by the 
heavy Christmas mails. 

Collections are reported to be satis- 
factory. 


Alarm Clocks.—Manufacturers are 
working to capacity and are sold up 
well into 1923. There is an absolute 
famine in cheap watches, with no im- 
mediate relief in sight. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: America, $11.40 doz. 
lots, case lots, $11.04; Blue _ Bird, 
$13.20 doz. lots, case lots, $12.84; 
Black bird, $18.96 doz. lots, case lots, 
$18.36; Bunkie, $20.88 doz. lots, case 
lots, $20.16; Lookout, $13.20 doz. lots, 
case lots, $12.84 doz.; Sleepmeter, 
$15.12 doz. lots, case lots, $14.64 doz. 


Automobile Accessories.—Buying in 
the general line of accessories is very 
good, especially winter lines. Sales on 
skid-chains have improved. More in- 
terest is being shown in the line of holi- 
day gift purposes. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 46 Reliable jacks, 
$2.65 each; lots of 10, $2.55 each; 
twin-cylinder, foot pumps, $1.35 each; 
doz. lots, $15; Simplex jacks, No. 36, 
$1.75 each; doz. lots, $1.60 each; 
Weed chains, single lots, 25 per cent 
discount; doz, lots, 334% per cent dis- 
count; red inner tubes, 30x 3%, 
$1.65 each; gray inner tubes, 30x 
3%, $1.25 each; Hercules giant plugs, 
60c. each; Hercules junior plugs, 35c. 
each; Bethlehem spark plugs, 36c. 
each; Bethlehem spark plugs, mica 
type, 60c. each; Bethlehem spark 
plugs, standard porcelain type, 58c. 
Splitdorf plugs, 58c. each; lots of 100, 
56c. each; Splitdorf plugs, special for 
Fords, 50c. each; lots of 100, 48c. 
each; Champion X plugs, 45c. each; 
lots of 100, 41c. each; Champion 0 
plugs, 58c. each; lots of 100, 50c. 
each; Ford fan belts, extra quality, 
22c. each. 


Axes.—-Prices on axes are unchanged, 
as shown below. There has been a 
natural seasonable improvement in 
sales. Deliveries from the manufac- 
turers are slow. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality single 
bitted unhandled axes, 3 to 4 Ib., 
$13.50 doz. base; double bitted, $18. 50 
doz. base; good quality black un- 
handled axes, same weight, single 
bitted, $12.50 doz. base; single bitted 
handled axes, $14.50 to $21.50 per 
doz., according to quality and to 
grade of handle. 


Bolts and Nuts.—Sales are reported 
ahead of last year with prices firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Large carriage bolts, 
40-5 per cent off list; small carriage 
bolts, 50 per cent off list; large sized 
machine bolts, 50 per cent off list; 
small sized machine bolts, 50-10 per 
cent off list; all stove bolts, 75 per 
cent off list; all lag screws, 50-10 per 
cent off list. 


Builders’ Hardware.—The demand is 
the heaviest that it has been in years. 
There continues to be a shortage in 
many lines. 


We quote 
f.o.b. Chicago: 
old copper and dull 


from jobbers’ stocks, 
3% x 3% steel butts, 
brass finish, in 


case lots, $3.00 doz. pr.; 4 
steel butts, old copper and dull neaee 
finish, in case lots, $4.20 doz. pr.; 
heavy bevel steel inside sets, case 
lots, $7.20 doz.; steel bit-keyed front 
door sets, $1.20 per set; wrought 
brass bit-keyed front door sets, $3.30 
per set; cylinder front door sets, 
$7.50 per set. 

Baseball Goods.—Advanced prices 
will be put into effect soon. Remem- 
bering the shortage in baseball goods 
in the spring of 1922, dealers are 
specifying quite liberally for their 
requirements in this line now and 
future bookings are said to be very 
good and should be very heavy to get 
in before the price advance. 


Carving Sets.—Orders for Thanks- 
giving and holiday trade are being re- 
ceived in good volume. The popular 
priced sets from $3 to $6.50 are in very 
good demand. 

Chains.—Local prices on coil chain 
advanced 25 cents per 100 lb. Sales are 
reported exceptionally good. Jobbers’ 
stocks are complete and deliveries from 
the manufacturers are reasonably 
prompt. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 3%-in. proof coil 
chains, $8.75 per 100 lb.; weldless coil 
chain, 50-5 per cent off list; No. 00 
44 electric welded cow ties, $2.85 per 

OZ. 


Copper Rivets and Burrs,—Present 
prices on copper rivets and burrs are 
considered favorable and firm. The de- 
mand is well above the average. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Copper rivets and 
burrs, 40-5 per cent discount. 

Field Fence.—Jobbers are booking 
orders for shipment after Jan. 1 with 
March 1 dating. Very satisfactory 
sales are reported. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Field fencing, 63% per 
cent discount from lists. 


Files.—Continued improvement in the 
sale of files isenoted. There has been 
no change in price. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: American files, 65-5 
per cent off list; Nicholson files, 50- 
10 per cent off list; Disston files, 50- 
10-10 per cent off list; Black Dia- 
mond files, 50-5 per cent off list. 
Firearms and Ammunition—No new 

developments were reported and sales 


are continuing to run into big volume. 


Food Choppers.—Stocks are good, but 
demand continues to increase, while the 
market remains firm. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Universal, No. 0, 
si No. 1, $15; No. 2, $18.20; No. 3, 
Galvanized Ware.—Sales continue i 

large volume with the trade interest i 
the holiday lines. 

We quote from jobbers’ 
f.o.b. Chicago: Competition gal- 
vanized water pails, 8-qt., $1.85 
doz.; 10-qt., $2 doz.; 12-qt., $2.35 doz.; 

$2.50 doz. Galvanized wash 
s No. 1, $5.85; No. 2, $7; No. 3, 


stocks, 


Garden Hose.—Higher prices are be- 
lieved to be in sight. Dealers are cover- 
ing requirements at present figures. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: %-in. two ply molded 
hose, 9% to llc. per ft.; %-in. cord 
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hose, 8% to 10c. per ft.; a” in. 
wrapped hose, 9% to 12c. per f 


Glass Oven Ware.—This line has 
shown tremendous gain this year. New 
styles finding their way on the market 
are popular, retailers admitting the new 
goods go a long way in making a store 
display more attractive and salable. 
This is particularly true of the new 
glass tea pots recently brought out, 
which are selling in considerable quan- 
tities. Prices are unchanged, with every 
indication of remaining firm. 

We quote from jobbers’ stocks, 

f.o.b. Chicago: Casseroles, Round, No. 


167, $12 doz.; No. 168, $14 doz.; No. 
183, $12 doz.; 


No. wodg: $14 doz.; Pie Plates, No. 202, 
; No. 2038, $7.20 doz.; No. 209, 
: Bread Pans, No. "212, $7.20 

doz.; No. 214, $12 doz.; Utility Pans, 

No. 231, $8 doz.; No. 232, $14 doz. 


Glass and Putty.—Prices on glass are 
easier. Sales are just as heavy and local 
prices have been slightly reduced. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Single strength A and 
single strength B up to 25-in., 85 per 
cent discount; over 25-in., 83 per cent 
discount; Double strength A, 1 
brackets, 84 per cent discount. Putty 
in 100-lb. kits, $3.65; commercial 
putty, $3.60; glaziers’ points Nos. 1, 
2 and 3, one doz. packages, 65c. 


Hammers.— Deliveries from the 
manufacturers continue slow. Many 
makers claim to be sold up for several 
months ahead. The market is strong 
at present prices, and sales are very 
lively. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 11% first qual- 
ity nail hammers, $12 per doz.; Com- 
petitive forged nail hammers, $6 to 
9 per doz.; cast stecl hammers, $4 
per doz. 


Hatchets.—Sales are very active, con- 
sidering the season. Manufacturers’ de- 
liveries are very slow. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Size 2, extra quality 
broad hatchets, $16 doz.; Competitive 
grade, $12 doz.; warranted shingling 
hatchets, $12 doz.; Competitive 
forged shingling hatchets, $8 doz. 


Hickory Handles.—The market is 
very firm with deliveries slow and ad- 
vances prophesied. The demand con- 
tinues exceptionally good. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 1 hickory axe 
handles, $3 doz.; No. 2, $2: doz.; finest 
selection second growth white hick- 
ory, $6 doz.; special white — 
second hickory, $4.50 doz.; No. 
hatchet and hammer handles, 9c. 
doz.; second growth hickory hatchet 
and hammer handles, $1.40 doz. 
Hinges.—There is a shortage of all 

kinds of hinges, and manufacturers are 
unable to produce enough to keep up 
with the demand. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Heavy strap hinges 
in bundles, 4-in., 93c.; 5-in., $1. 
6-in., $1.54; 8-in., $2.55; 10- -in., $3.90 
per doz. pairs. Extra heavy T hinges 
in bundles, 4-in., $1.41; 5-in., $1.50; 
6-in., $1.85; 8-in., $3.20: 10-in., $4. 55 
per doz, pairs. 

Ice Cream Freezers.—Orders on ice 
cream freezers for future deliveries are 
starting to come in nicely. It is a little 
early to expect very heavy future 
volume and lower prices are thought 
to be impossible. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Peerless and Alaska, 

1 qt., $2.95; 2 aqt., $3.45; 3 qt., $4. He 

4 qt., $5, less 20-10 per cent. 

Mountain, % qt., $3.50; 1 qt., 

2 qt., $5.70; 3 qt., $6.90; 4 qt., 


6 at, $10.50; 8 at., $13.50; 10 at., 
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er cent. 
-60; 3 qt., 
$8.60; 8 qt., 


$18.00; 12 qt., $21.60, less 50 
Arctic, 1 qt., $3.80; 2 qt., 
$5.45; 4 qt., $6.80; 6 qt., 
$11.10, less 50 per cent. 


Ice Skates.—Jobbers report that they 
continue to receive heavy orders from 
retailers. Manufacturers are working 
to capacity to fill orders taken earlier 
in the season. This is expected to be 
an exceptionally good year for ice 
skates. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Key clamp rocker, 
men’s and boys’ bright finish, 70c. 
per pair; key clamp hockey, $1.03 
per pair; half key clamp hockey, 
women’s and girls’, 96c. per pair; 
half key clamp hockey, women’s an 
girls’, $1.26 per pair. 


Lanterns.—Jobbers’ stocks are good, 
but demand is unusually heavy. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 0 tubular, $6.90 
per doz. Monarch tin lanterns, hot 
blast, $8.25 per doz. No. 2 Dietz 
cold blast lanterns, $13.00 per doz.; 
with large founts, $14.25 per doz.; 
scout, $6.00 per doz 


Lawn Fence and Gates.—Orders for 
shipment Jan. 1 with March 1 dating 
are being booked in very satisfactory 
volume. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Lawn fence, 58 per 
cent discount; galvanized gates, 45 
per cent discount; painted gates, 55 
per cent discount. 


Lawn Mowers and Grass Catchers.—- 
Dealers, remembering the shortage for 
lawn mowers during the past season, 
have anticipated their wants this year 
more freely than ever. Future sales to 
date are ahead of last year. 


We quote from jobbers’ 
f.o.b. Chicago: 12-in., $5.20 
net; 14-in., $5.50 each net; 
$5.85 each net; 18-in., $6.2 
Ball bearing lawn 
blades, adjustable bearings, 8-in. 
drive wheel, finished in gold, alumi- 
num and blue, 14-in., $7.50 each net; 
16-in., $7.80 each net; 10%-in. raised 
open drive wheel, 4 tempered steel 
blades, reel 6-in. diameter, finished 
in aluminum, gold and green, red 
and gold striped, $9.50 each net. 
Same, 16-in., $9.95 each net; same, 
18-in., $10.45 each net; 20-in., $11.15 
each net. 

Grass catchers, wire frame, ad- 
justable heavy iron bottom, white 
duck, for mowers 12 to 16-in., $9.00 
per. doz. net. Same for, mowers 16 to 
20-in., $10.50 per doz. net. 


Nails.—The volume of business is ex- 
ceptionally good and stocks have not 
improved. All sizes of nails are very 
hard for distributors to obtain. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Common wire nails, 
$3.45 per keg base. 

The extra for galvanized nails is 
now $1.50 for 1 in. and longer, $2.00 
for shorter than 1 in. 


Oil Heaters.—Very satisfactory sales 
on oil heaters are reported and general 
improvement is noted, although the 
season has not been such to bring out 
the usual large early business. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Florence black oil 
heaters, $7.00 each, list; nickel 
trimmed, $8.50 each, list; blue enamel, 
$10.50 each, list, all subject to 30-5 
per cent discount. Perfection Oil 
Heaters, black, $6.75 each, list; nickel 
trimmed, $8.25 each, list; blue enamel, 
$10.50 each, list, all subject to 30 per 
cent discount. 


Roofing and Building Paper.—Sales 
continue to be very heavy; late season 
orders are very numerous. Some soften- 
ing in prices is reported in the way of 
special sales for November. 


We quote from jobbers’ 
f.o.b. Chicago: Best grade 


stocks, 


stocks, 
state 
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surfaced prepared roofing, $1.85 per 
Square; best talc surfaced, $2.25 per 
square; medium talc surfaced, $1.60 
per square; light talc surfaced, 90c, 
per square; red rosin sheathing, $65 
per ton. 


Rope.—The cheapest grades ad- 
vanced ¥% cent per lb. Spring orders 
are being placed much more freely than 
last season. Prices are considered 
safely low. Current sales are reported 
good. © 


We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality manila 
rope, standard brands, Teige. to 18%4c. 
per lb.; No. 2 manila. rope, 1544c. 
16%c, per Ib. base; so-called 
ere grade manila rope, 

No. 1 sisal rope ghest 
AEF brands, 1244c. <r 15 
lb. base; No. 2 sisal rope, standard 
brands, 11%c. to “lec. per lb. base. 


Sash Cord.—Prices have again ad- 
vanced this week. 


We quote from is we stocks, 
f.o.b. Chicago: No. cord, 
standard brands, $9. 85 per dea. hanks; 
No. 8, $11.40 per doz. hanks. 


Sash Weights—The manufacturers 
are short of scrap and are behind on 
orders. Prices still show advancing 
tendency. 


We quote from jobbers’ 
fo.b. Chicago: Sash Weights, 
per ton. 


Screws.—Sales are considered good. 
and the market firm. Present prices 
sag hold until the first of the year. 


pete from jobbers’ stocks, 
on ago: Flat head bright 
screws, a2, + per cent new list; round 
head blued; 75-20-5 per cent new 
list; flat head brass, 78-5 per cent 
new list; round head brass, 70-20-5 
per cent new list; japanned, 70-20-5 
per cent new list. 


Shearing and Clipping Machines.— 
Orders are being booked in excellent. 
volume. 


We quote from jobbers’ 
f.o.b. Chicago: Stewart No. 
magi = 4 Cl ee ak) ne, 
No. te, 
Bottom: Pinte, $1.50; genieny discount 
25 per cent. Stewart Electric Clip- 
ping Machine, all standard voltages; 
hanging type, $80.00, f.o.b. Chicago; 
pedestal type, $85.00, f.o.b. Chicago; 
dealers’ discount 25 per cent. 
Sleds.—Good holiday business is re- 
ported and very satisfactory orders for 
sleds have been received by local job- 
bers during the past week. Some lines 
are said to be scarce. 

We quote from ee stocks, 
f.o.b. Chicago: 33-in., $11.00 doz.; 36- 
in., $13.50 doz.; 40 -in., $16.00 doz.; 
45-in., $20.50 doz. ; ; 56- in. -» $27.00 doz. 
Snow Shovels.—Sales have improved 

some during the past week. 

We bs ao from jobbers’ 
f.o.b. Chicago: Galvanized 
snow shovels, ribbed steel blade, 7% 
x 10-in., ash D handle, $2.50 per doz. 
Same ribbed steel blade, 21 x 16-in., 
reinforced back, D handle, $10.90 per 
doz. Same spring steel blade, 16x 

eg japanned D handle, $10.30 per 
OZ. 


Solder and Babbitt Metal.—Prices are 
very firm at the high levels, as lead 
and tin are strong. Sales are excel- 
lent. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Warranted 50-50 
solder, $25 per 100 lb.; medium 45- 
55 solder, $24 per 100 Ib.;  tinners’ 
40-60 solder, $23 per 100 ib.; high- 
speed babbitt metal, $20 per 100 ib.; 
standard No. 4 babbitt sadtal, $10 per 
100 lb. 


Steel Goods.—Because of the advance 
in labor and everything that goes into 
the manufacture of steel goods, they 


stocks, 
$50.00 


stocks, 
steel 
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appear to be a good buy at present 
prices. Dealers are fairly liberal in 
anticipating their future wants. If 
there is any price change it is more 
likely to be an advance than a decline. 


Steel Sheets.—Prices are the same as 
last reported and the market is very 
firm, with talk of substantial advance 
for the new year. Deliveries, while still 
very slow, are slightly improved. Local 
stocks are well supplied, and orders ar¢ 
filled promptly without shortage. 


We quote from _ jobbers’ stocks, 
f.o.b. Chicago: 28-gage galvanized 
sheets, $5.85 per 100 Ilb.; 28-gage 
black sheets, $4.85 per 100 lb. 


Stove Pipe, Elbows, Etc.—Factories 
are finally catching up on orders and 
deliveries from jobbers’ stocks are now 
being made about complete. Prices are 
very firm. Fireplace fixtures and 
screens are in tremendous demand and 
stocks are low. All stove goods, such 
as pokers, shakers and lid lifters, are 
selling in large quantities. 


Office of HARDWARE AGE, 
410 Unity Building, 
Boston, Nov. 18. 
A week of remarkably few 
price changes has passed in the 
hardware market much to the satisfac- 
tion of the jobber as well as the retail 
dealer. The truth of the matter is that 
both classes of merchants are busier 
than they have been in months. The 
jobber is beginning to sweat blood to 
get goods to fill orders. The retail 
dealer, realizing that goods are grow- 
ing shorter each day, is rustling around 
the wholesale market trying to buy 
what the other fellow cannot sell him. 
This extra effort, coupled with a 
steadily increasing over-the-counter 
business, reminds the retail merchant 
of the old war days. 
We unquestionably are coming up to 
a holiday trade that a year ago was 
believed impossible. And if all signs 
hold good, 1923 will be a prosperous 
year for the hardware trade. People, 
who make a profession of analyzing 
the cycles of business, are agreed on 
this point. They say, however, busi- 
ness will experience no boom, that busi- 
ness will be good for those who go out 
after it; that the fellow who sits down 
and waits for it to come to him is the 
one who will get left just as he always 
is. Another important point in the 
general hardware situation is the com- 
paratively small amount of merchan- 
dise being carried by the average retail 
and wholesale house. Unless _ con- 
servatism is thrown to the winds and 
stocks are bought regardless, most dis- 
tributing establishments will carry 
mighty few goods over the year end, if 
comparison is made with a year ago. 
Possibly the frequency with which job- 
bers are getting sizable spring business 
orders is one of the best examples of 
the confidence of the hardware trade 
in itself. Whatever may be the reason, 
forward buying of goods to be sold in 
early 1923 is astonishingly good. 
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We quote from jobbers’ stocks, 
f.o.b. Chicago: 30-gage, $12; 28-gage, 
$14; 26-gage, $16; 6-in. elbows, 30- 
gage, $1.25; 28-gage, $1.50; 26-gage, 
$1.75 doz. 


Toys.—Local distributors have a 
complete line of toys on display and 
state that mechanical and educational 
toys are in large demand. As the holi- 
day season approaches, it is advisable 
that all dealers check up their stocks 
very carefully on this line, as very 
profitable sales from toys can be ob- 
tained. Sales are reported to be good, 
with a very general demand. 


Traps.—The demand for game traps 
is excellent. Factories are behind and 
sold out on some sizes. 


We quote from jobbers’ stocks, 
f.o.b, Chicago: No. 0 Victor, 
doz.; No. 1, $1.83 doz.; No. 1%, 
doz.; No. 2, $3.60 doz.; No. 1 Oneida 
Jump, $2.20 doz.; No. 1%, $3.17 doz.; 
No. 2, $4.88 doz.; No. 115X Triple 
Clutch, $2.75 doz.; No. 215X Triple 
Clutch, $4.88 doz. 


Wire Goods.—New prices on wire 
cloth and poultry netting were an- 


BOSTON 


Collections are not as good as they 
might be, but they are not bad. The 
worst about them is their slowness. 
Strange as it may seem, the smaller 
the bill the longer it remains outstand- 
ing, which is suggestive of poor busi- 
ness management because accounts of 
this nature in a majority of cases are 
unnecessary. 


Automobile Accessories.—The past 
week witnessed the letting down of the 
bars by State authorities on the new 
tail-lights. As was previously inti- 
mated in HARDWARE AGE lamps for 
which the jobbing hardware trade ac- 
cepted orders subject to the approval 
of the State authorities proved to come 
up to specifications. Inasmuch as sev- 
eral hundred thousand of these lamps 
will have to be applied to cars between 
now and Jan. 1, there will be a scramble 
in the retail trade to secure supplies. 
Unless the retail dealer has previously 
covered his requirements it is doubtful 
if he will get all the lamps needed, due 
to the fact that only a few manufac- 
turers are turning out goods and they 
are simply buried with business. It is 
a foregone conclusion that those retail 
dealers who are covered will make a 
splendid cleanup in lamps alone, which 
would make the showing of automobile 
accessory departments in the last two 
months of 1922 unusually good. 


Axes.—Axes continue to sell in a 
very satisfactory way. Most of the 
business coming in now is of a piecing- 
out character, but the aggregate num- 
ber of orders received by local whole- 
sale houses each week is remarkably 
large for this time of year. Nothing 
new has developed in the way of prices 
since last reports. 

We quote from Boston -jobbers’ 
stocks: Single bit axes, first quality, 
without handles, $14 per dozen; dou- 
ble bit axes, without handles, $19 per 


dozen; single bit axes, with handles, 
$17.75 per dozen. 


Benches.—As is usual at this time, 
there is an increasing demand for all 
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nounced last week. It is felt that these 
prices will be closely adhered to, as 
some business was taken earlier in the 
season at unprofitable figures. Indica- 
tions point to a shortage of wire which 
will undoubtedly affect delivery of wire 
products on late orders. 

We quote from jobbers’ stocks, 
f.o.b. Chicago:. No. 8 black annealed 
wire, $3.20 per 100 Ib.; catch weight 
spool galvanized cattle or hog wire, 
$4.10 per 100 Ib.; 80-rod spool galvan- 
ized hog wire, $3.58 per spool; No. 8 
galvanized plain wire, $3.70 per 100 
lb.; polished fence staples, $3.75 per 
100 lb.; catch weight spools painted 
barb wire, $3.75 per 100 lb.; 12 mesh 
black wire cloth, $1.85 per 100 sq. ft.; 
12 mesh galvanized wire cloth, $2.15 
per 100 sq. ft.; galvanized before 
poultry netting, 56 per cent discount; 
galvanized after poultry netting, 51 
per cent discount. 

Wrenches.—Very satisfactory sales 
are reported and prices are firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Agricultural 
wrenches, 60 per cent; engineers’ 
wrenches, 40 per cent; knife handles, 
50 per cent. 


kinds and makes of work benches and 
bench legs. Contrasted with last year 
prices show no change. Orders booked 
to date for the holiday trade show a 
considerable increase over those booked 
during the corresponding period last 
year. Some doubt exists in the minds 
of certain hardware jobbing houses as 
to their ability to fill all orders, inas- 
much as some of the manufacturers are 
beginning to fall short of material. 


Bolts and Nuts.—The bolt and nut 
situation has not changed, the amount 
of goods going into consumption eacn 
day is holding strong and there is every 
indication that we will come up to the 
end of the year with a larger business 
than usual. Judging from orders being 
received from large consumers, who 
heretofore have bought direct from the 
mills, it is*quite evident they are un- 
able to get shipments. This fact natu- 
rally works out to the advantage of the 
wholesale hardware house and it is 
reflected more or less in retail sales. 
Sentiment regarding prices continues 
strong but the anticipated advance has 
not materialized. 


We quote from Boston jobbers’ 
stocks: 

Bolts. — Machine bolts with H. P. 
nuts, % x 4-in., smaller and shorter 
cut threads, 45 per cent discount; 
larger and longer, 40 per cent dis- 
count; with C. T. & D. nuts, 40 per 
cent discount; tap bolts, list; com- 
mon carriage bolts, 30 and 10 per cent 
discount; Eagle carriage bolts, 50 and 
10 per cent discount; stove bolts, 70 
and 5 per cent discount; bolt ends, 
40 per cent discount; stud bolts, 40 
per cent discount; step bolts, 40 per 
cent discount. 

Nuts.—H. P., all kinds, 1%c. off 
list; C. P. C. and T., all kinds, 1%c. 
off list; semi-finished hexagon nuts, 
Ys-in. and smaller, 70 per cent dis- 
count; %-in. and larger, 65 per cent 
discount: finished case-hardened nuts, 
50 and 10 per cent discount; check 
nuts, list. 


Bucksaws.—There continues a con- 
spicuous shortage of bucksaws and 
nothing the manufacturers say _in- 
dicates any relief in the situation for 
the balance of 1922, at least. Sales of 
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both bucksaws and crosscut saws in this 
territory this fall have been far ahead 
of previous records and, judging from 
what the manufacturers say, the same 
reports are had from other sections of 
the country, which explains the short- 
age of goods. 

We quote 

stocks: 
Saw Bucks.—Rigid, $4.50 per dozen; 


folding, $4 per dozen. 

Cross-cut Saws.—One man, $2.40 each. 

Clocks.—Shipments of all makes of 
clocks are decidedly backward and, un- 
less conditions improve within the next 
two or three weeks, it is evident that 
some retail dealers will be short of 
stock for the holiday trade. Prices are 
strong throughout the lines sold on 
this market. 

We quote from Boston jobbers’ 
stocks: 

Western line.—American, small lots, 
98c. each; dozen lots, 95c.; four dozen 
lots, 92c. Sleepmeter, small, $1.30; 
dozen, $1.26; four dozen, $1.22. Jack- 
o-Lantern, small, $1.95; dozen, $1.90; 
four dozen, $1.85. Bunkie, small, $1.79; 
dozen, $1.75; four dozen, $1.68. Bingo, 
small, $2.11; dozen, $2.05; four dozen, 
$1.99. Big Ben, small, $2.28; dozen, 
$2.21; two dozen lots, $2.14. Baby Ben, 
small, $2.28; dozen, $2.21; two dozen, 
$2.14. Monitor, $3.25 each; $3.15 in 
dozen lots and $3.06 in two dozen lots. 

Waterbury line. — Royal, case lots, 
65c, each; less than case lots, 80c. to 
85c. Call, small lots, $1.30; case lots, 
$1.23. Vigilant, small lots, $1.36; case 
lots, $1.29. Daybreak, small lots, $1.74; 
ease lots, $1.65. Cyclone, small lots, 
$2.33; case lots, $2.21. 

Gilbert line. — Woodtime clocks, 
dainty assortment (six clocks), $11.70 
for six. 


Cooking Ware (Glass).—The report 
that one of the leading manufacturers 
of glass cooking ware will not accept 
further business has put added pep into 
the demand. Local jobbing houses are 
absolutely unable to keep up with in- 
coming business due to the volume and 
to slow shipments from the factories. 
Indications are that some of the retail 
houses will be short of merchandise for 
the holiday trade. 


We quote from Boston jobbers’ 
stocks: 

Casseroles.—Round, deep 1-qt., $1.50 
each; 1%-qt., $1.75; round, shallow, 
1-qt., $1.50; 1144-qt., $1.75; round, in- 
dividual, 8-oz., 7Uc.; round, standard, 
1-qt., $1.50; 14¢-qt., $1.75; oval, shal- 
low, beefsteak, 1-qt., $1.50; 1%-qt., 
$1.75: oval, standard, 1-qt., $1.50; 1%4- 
qat., $1.75. 

Pudding Dishes.—Round, deep and 
round, standard, 1-qt., 85c. each; 1%- 
qt., $1; 2-qt., $1.20; oval, shallow and 
oval, standard, 1-qt., 85c. each; 1%- 
at., $1; 2-qt., $1.20. 

Baking Dishes. — Oval, 
9-oz., 40c. each; 12%-o0z., 55c.; 
oz., 60c. Individual pie dish, 
6-0z., 25c. each; 8-0z., 30c.; 
40c. 

Pans.—Bread, 90c. and $1.50 each; 
biscuit, 85c. and $1.25; cake, round, 
75c.; square, $1 and $1.50. 

Pie Plates.—Narrow rim, 75c. and 
90c. each; wide flange, 50c. to $1.10. 

Custard Cups. — Round, 4-oz., 20c. 
each; 6-0z., .25¢.; oval, 5-oz., 30c.; 
French pattern, 4-oz., 20c.; 6-0z., 25c. 

Bean Pots.—Round, $1, $1.75 and 
$2.50 each. 

Terms.—Jobbers’ terms are 3314 per 
cent off list. 


Cutlery.—The cutlery supply situ- 
ation is rapidly working into a very 
tight position. Incoming business, ac- 
cording to the jobbing trade, has in- 
creased by leaps and bounds since Nov. 
1, and it has been necessary in some 
cases for jobbers to make personal 
visits to manufacturers for the purpose 


from Boston jubbers’ 
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of securing shipments. Cutlery depart- 
ments in most of the local jobbing 
houses are working nights and packing 
forces have been maintained the last 
two Sundays in an effort to keep up 
with orders. It is difficult to determine 
which line of cutlery is the shortest, 
but one thing is certain and that is few 
of the local jobbers have sufficient 
pocket knives to supply requirements. 
Table cutlery, heretofore backward, is 
selling in large volume and broken 
stocks are reported everywhere. Scis- 








Werela Dealer 


I would paint my name on the 
fences; 
I would picture my goods on the 
sheds; 
I would send my cards to the brides- 
to-be, 
And call on the newly-weds! 
I would make a list of the grand- 
dads, 
And the dear grandmothers, too; 
Of the preachers and painters, the 
workmen and women, 
The poor and the well-to-do. 
And I'd deluge them all with letters, 
Explaining their need of me! 
I would picture my store as a bit of 
the town 
That everyone in it should see! 
And when they arrived, I’d extend 
the glad hand 
The moment they entered the door, 
With so hearty a greeting that after 
the meeting 
They would buy all their goods at 
~ My Store. 
—Exchange. 








sors and shears are selling better than 
they have at any previous time this 
year, or, in fact, during the past two 
years. 


Drills and Reamers.—The demand 
for drills and reamers, especially the 
former, is holding up strong. No one 
line seems to have the advantage on 
another, the demand embracing ll 
makes, styles and sizes. Local stocks 
are in only fair condition and for that 
reason some delay in deliveries is noted 
on special goods. Prices are firm 
throughout the list. 


We quote fr 1 
stocks: . 2 

Drills.—Carbon, sizes up to 1%-in., 
tapered and straight shank, 70 and 
10 per cent discount; bit stock drills, 
60 and 5 per cent discount; center 
drills, 65 and 5 per cent discount; 
drills and countersinks combined, 30 
per cent discount; ratchet drills, 35 
per cent discount; wood boring brace 
bits, 50 per cent discount; high speed 
drills, 50 and 10 per cent discount; 
jobbers, letter and number sizes, 50, 
10 and 5 per cent discount. 

Reamers. — Bit stock, 30 per cent 
discount; bright square and T. S. 
standard makes, 65 per cent discount; 
checking, 25 per cent’ discount; 
tapered pins, 40 per cent discount; 
escutcheon pins, 45 per cent discount: 
small fluted rose and socket reamers, 
20 per cent discount. 


Electrical Goods.—Electrical goods 
are selling much more freely than here- 
tofore. Most of the business received by 
jobbers to-day is of a holiday character. 
One thing is quite noticeable in the 


Boston jobbers’ 
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orders received, according to some 
houses, that being that the retail hard- 
ware dealer is buying more of a variety 
than ever before. Here, as in other 
departments of the hardware trade, the 
shortage of goods is beginning to he 
noticed. Prices are strong and un- 
changed. 


We quote from Boston jobbers’ 
stocks: 

lrons.—Hotpoint, 30 per cent dis- 
count; Damanco, in lots of five or 
more, $3.35 each; in lots of less than 
five, $3.50 each; Sheldon, $3.25 net 
each; Universal nickel plated, No. 901, 
$7.50 each; No. 902, $6.75; No. 905, 
$6.75; No. 708, $8.75; No. 9021, $6.50; 
No. 9023, $6.25; No. 9051, $8. Dis- 
count, 30 per cent; 12 pieces or more, 
30-5 per cent; 24 pieces or more, 30- 
7% per cent. 

Heaters.--Hotpoint, 30 per cent dis- 
count. Universal, No. 9952, sunburst 
type, $11.50 list; discount, 30 per cent. 

Percolators. — Coffee, Universal, 
No. 9166, nickel, $22; copper, $23.50; 
silver, $26.50 each; No. 9169, nickel, 
$24.50; copper, $26; silver, $29; No. 
159, $2.50 each net. Discount, 30 per 
cent; 12 pieces or more, 50-5; 24 
pieces or more, 30-7% per cent. 

Toasters.—Universal, nickel, 
945, $7.50 each; No. 946, $6.75. Dis- 
count same as on other goods. Re- 
verso, $5.75 net each; Star, $3.76 net 
each. 

Grills.—Universal, nickel, No. 984, 
$12.50 each; No. 982, $11.50. Discounts 
same as on other goods. 

Heat-Pads.—Universal, nickel, No. 
9940, $10.75 each. Discounts same as 
on other goods. 

Curling trons. — Universal, nickel, 
No. 9901, $6.25 each; No. 99011, $6.75. 
Discounts same as on other goods. 

Ranges.—Two burners, with rill 
and oven, No. 9688, $31.50. Discount, 
30 per cent. 

Thermax Line. — Curling iron, $36 
per doz.; household iron, $40; toast- 
ers, $40; heating pads, $40 and $60; 
percolators, $60; disc stove, $69; radi- 
ators, $72; grill, $80; waffle iron, $97. 


Files.—Quite a few specifications for 
files have been received since last re- 
ports which have speeded up business 
in this department. Local stocks are 
in fair condition, but it is very evident 
that the carry-over of 1922 will be 
smaller than has been noted in several 
years. Prices are firm and unchanged. 

We quote from Boston jobbers’ 
stocks: 

Files. — Nicholson and Black Dia- 
mond, 50 and 10 per cent discount; 
Great Western Arcade, Kearney & 
Foote and American, 65 and 5 per 
cent discount; X. F., 12% per cent 
discount. 

Rasps.—Heller, 75 and 10 per cent 
discount; Superior, etc., 80 per cent 
discount; Stokes, 75 and 10 per cent 
discount. 

Galvanized Ware.—An increased 
movement out of local stocks of gal- 
vanized ware is noted everywhere in 
the wholesale market; -in fact, ship- 
ments during the past week, accord- 
ing to some of the jobbers, have been 
heavier than for any previous fort- 
nightly period this year. The demand 
is running to practically everything in 
this department but is especially active 
for ash sifters, coal hods and pails. 

We quote from Boston jobbers’ 
stocks: 

Ash Cans. — Galvanized, No. 04118, 
$2.75 each; No. 109, $4.25 each. 

Coal Hods.—Japanned, with wood 
handles, 15-in., $3.16 per doz.; 16-in., 

: 17-in., $3.75; Galvanized, with 

handles, 15-in., 16-in., 
$4.80; 17-in., $5.16; 18-in., $5.60. 

Pails.—8-qt., $2.25 per doz.; 
$2.54 per doz.; 12-qt., $2.78 per doz.: 
14-qt., $3.12; heavier pails, 40 Ib. 
the dozen, $4.30 per doz.; 50 Ib. to 
the doz., $5.50 per doz. 


No. 
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ubs.— No. 200, $12.35 per doz.; 


No. 300, $13.75 per doz. 

Garbage Cans.—Galvanized, No. 1, 
$1.68 
$1.08 


No. 4, 
$4.45 


per doz.; No. 2, $1.48; 


Refrigerator Pans.—No. 2, 
per doz.; No. 3, $5.50 per doz. 
Hack Saws.—Manufacturers of hack 

saws have advanced prices 5 per cent. 
Local jobbers, however, have _ not 
changed their quotations and some 
doubt seems to exist as to their doing 
so this month at least. The demand 
for hack saws has been running un- 
usually strong for some months and the 
wholesale trade is inclined to let 
matters rest as they are. 

We 
stocks: 

Hack Saws.--Standard makes, in 
full packages, 33% per cent discount; 
broken pac kages, 25 per cent discount; 
stock in gross lots or larger, 30 anil 
10 per cent discount. 

Heaters.—The market for oil heaters 
has slowed up considerably since last 
reports. The retail hardware trade 
apparently has a sufficient stock on 
hand for all immediate requirements, 
and it will take a few days of cold 
weather to start things going again. 

We 
stocks: 

Oil Heaters.—Danglar line, No. 251, 
$6.65 each; No. 261, $8; No. 266, $9.50; 
No. 271, $10.75. Discount to the 
trade 334% per cent. 

Florence line, black, $5 
the dozen, $4.65 each; nickel, 
each; by the dozen, $5.70 each; blue, 
$7.50 each; by the dozen, $7 each; 
large heaters, capacity approximately 
one and one-half gallons of oil, 
black, $8.50 each; by the dozen, $8 
each; nickel, $9.75 each; by the dozen, 
$9.35 each; blue, $12.25 each; by the 
dazen, $11.75 each. All prices net. 

Ice Skates.——The movement of ice 
skates out of Boston stocks has ‘ton- 
tinued to speed up and to-day is running 
well ahead of last year’s. records. 
Jobbers here are of the opinion that 
the average retail carry-over last year 
was remarkably small and that business 
between now and Christmas will be 
unusually heavy. With the improved 
demand there seems to be no disposi- 
tion on the part of sellers to shade 
prices. 

We 
stocks: 

Ice 


quote from Boston jobbers’ 


qucte from Boston jobbers’ 


each; by 


$6.10 


quote from Boston jobbers’ 
Skates. — 
skates, 75c. per pair 

Girls’ key clamp strap 

$1 per pair and upward. 

Outfits. — Welt shoes 
skates, boys’ and, girls’, 
outfit and upward. 

Iron and Steel.—Little has developed 
in the market for iron and steel. Busi- 
ness is running along smoothly, the 
aggregate tonnage moved in this terri- 
tory each week comparing very favor- 
ably with that of a year ago. Stocks 
are in fair condition, although here 
and there one finds certain sizes broken 
Prices are steady on the previously re- 
ported basis. 

We 
stocks: 

lron.—Refined, $3.06% 
base; best refined iron, 
iron, $5.50; Norway 
$7.10. 

Steel.—Soft steel 

100 Ib. base; flats, 
bars, plain, stock len 
angles, channels and be ams, 
to $3.16%; tire steel, $450 to 
open-hearth spring steel, $5 to 
steel bands, $4.25; steel hoops, 
cold-rolled steel, $5 to $4.50; 
steel, 


key 
and 
heel 


Boys’ clamp 
upward. 


skates, 


hardened 
$4.: 35 per 


quote from Boston jobbers’ 
150-Ib. 
Wayne 
$6.60 to 


per 
$4.50; 
iron, 
bars, $3.06% per 

concre te 


$5.75: 


toe calk 
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Nails.—The nail situation is as tight 
as ever. Back orders held by jobbers 
have increased rather than decreased 
the past week and, unless all signs fail, 
there will be a heavy unfilled tonnage 
carried over into 1923. 

We 
stocks: 
Nails.—Wire, $3.70 per 
from store; from mill, in less than 
earload lots, $3.05 per keg, base, and 
in carload lots, $2.80 per keg, base, 

f.o.b. Pittsburgh; cut nails, $4.15 per 

keg, base, from store; from factory, 

in less than carload lots, $3.85 per 

keg, base; galvanized nails, 1 in. and 

longer, and $1.75 per keg, shorter, add 

$2.25; hard steel nails, $3.85 per keg, 
from store. 


quote from Boston jobbers’ 


keg, base, 


base, 


Rivets—The demand for iron rivets 
is heavy and the supply small. Jobbers 
say it is practically impossible to get 





Service Spells Success 

S—is for sacrifice we all have to make 

u—for endeavor we show 

R—is for right we should all try to be 

V—is for victory slow 

I—for the insight we gain day by day 

C—jfor the cares and the stress 

E—comes again from endurance 
know 


And SERVICE alone spells SUCCESS 


you 





supplies from manufacturers. The only 
explanation they can give is that the 
producers, in an effort to catch up on 
serew machine product business, have 
neglected the output of rivets. The 
sale of large rivets is more or less re- 
stricted and yrseen are apparently as 
firm as ever. 


We 
stocks: 
Rivets. 


qucte from Boston jobbers’ 
Structural, 
to 5- in. long, %-in. 
keg; %- -in. and 11/16-in., $4.15; %4-in., 
$4.50; 1 to 2-in. long, %-in. and 
larger, $4.75; %-i and 11/16-in., 
$4.40; %-in., head boiler 
quality, long, %-in. and 
larger, and 11/16-in., 
$4.2 . 1 2-in. long, 

5; %-in and 

. $4.85. Iron 
10 per cent dis- 


button head, 2 
and larger, $4 per 


Cone 


-in. na 
ii 16-in., 
rivets, 
count. 


‘larger, | $ 
$4.50; 6 


small, 59 and 


Sash Cord.—There has been a general 
advance in sash cord prices, based on 
the sharp rise in the cost of raw cotton. 

We 
stocks: 
Sash Cord. 
i9c.: No. 6, Ble. 

No. 7, 46c. 
» ites. 


quote from Boston jobbers’ 


—-Acme, 48c., 
; Sachem, 
Sampson Spot 
% tae 8, 9, 10, Tle. 
Sinks.—A_ slight advance on _ list 
prices for iron sinks is reported by the 
jobbing trade. The higher prices are 
in keeping with those issued by manu- 
facturers who tell of increased costs 
in raw materials. 
We 
stocks: 
Common 
each, 


base, No. 7, 
No. 8, 45¢c.; 
cord, No. 


quote ‘rom Boston jobbers’ 


sinks, 2% ft., $3.80 
$4.35; 31% ft., $5.35. 

Sleds.—Additional consignments of 
sleds have been received locally from 
the manufacturers, and these are being 
reshipped to the retail trade as quickly 
as possible. Otherwise there is nothing 
new in the situation. 


iron 
net; 3 ft., 


We quote 
stocks: 

Sleds. — Allen Flexible Flier line, 
from stock, 33% per cent discount; 
from factory, 35 per cent discount, 
f.o.b. Philadelphia; Paris Mfg. Co. 
line, 40 per cent discount from list. 
Stoves.—The market here on airtight 

stoves is practically cleaned up. That 
is, everything in stock has been sold 
and shipments due next and the week 
following have been sold. Never before 
in the history of the Boston hardware 
trade have so many airtight stoves been 
sold as this year. This unquestionably 
is wholly due to the shortage in coal 
and a tendency on the part of a great 
many people to substitute wood for 
heating purposes. 

We 
stocks: 

Air Tight Stoves.- 
No. 418, $2.80 each; 
each; No. 424, $3.30 
each. 

Cook Stoves (oil).—Florence 
burner, $11.40 each, net; 
$14.70; 4-burner, $17.75 
Taps and Dies.—Sales of taps and 

dies continue highly satisfactory. The 
demand runs to virtually all makes, 
sizes and styles, which prevents the 
accumulation of any one thing in the 
local market. Wholesale houses are 
ordering from manufacturers frequent- 
ly but in small quantities. It, there- 
fore, looks as though we would come up 
to the new year with the market in an 
extremely healthy condition. 

We 


from Boston jobbers’ 


quote from Boston jobbers’ 
Wheeling ¢ 

No. 421, 
and No. 427, 


‘arco, 
$3.05 
$3.65 

line, 2- 

3-burner, 


quote from jobbers’ 

Pipe taps, right hand, 

per cent discount; 

per cent discount. 

Threading Devices.—At the moment 
there is an excellent demand for pipe 
and bolt threading devices, with the 
result that a material reduction has 
been made in local stocks of various 
mill supply houses. There is, however, 
no shortage and distributors are con- 
fident they can fill all orders received. 

Vises.—The demand for vises has 
shown further expansion since last re- 
ports. Contrasted with a year ago, 
prices are ahout 10 per cent lower, and 
this fact undoubtedly has helped busi- 
ness. 

We 
stccks: 

Vises. Standard makes, list less 
3344 per ‘cent discount gn those bench 
styles selling at $12 to $20. Com- 
bination bench and pipe, 25 per cent 
discount. 

Watches.—Popular lines of watches 
are scarce and presumably will continue 
so the balance of this year. Manufac- 
turers are hopelessly behind on de- 
liveries and will accept no further 
orders, 

We quote from jobbers’ 
Watches, Waterbury, Petrol, 
ach; Comet, $1.90; Jewel, $2 35 
x >»; Leonard watches, all 
finishes, 95c,. each; 
$2.35. 


stocks: 
1% ‘to l-in., 65 
1%-in. to 2-in., 50 


quote from Boston jobbers’ 


stocks 
$1.10 
; Mat 
common 
Dutchess and Earl, 


Zine.—A still further advance of 'c. 
per Ib. in local quotations on zine sheet 
is reported, making a total of ',c. dur- 
ing the past fortnight and bringing 
the price on 600-Ib. casks up to 10'%c., 
a new high record for the year. 

We 
stocks: 
Zinc.—In 600-Ib 

Ib.; in 200-Ib. 

easks, 19%c.; in 


11%c. per Ib. 


quote from Boston jobbers’ 


casks, 104c. per 
10%c.; in 100-Ib 
than cask lots, 


casks, 


less 
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ry‘ HE entire steel and pig iron industry 

of the country is now working at 
close to 80 per cent of capacity, in spite 
of the handicap of shortage of cars. 
During the past week this shortage has 
been worse in the Pittsburgh district, 
but this will only be temporary, as an 
accumulation of freight at several im- 
portant shipping points on the Penn- 
sylvania Railroad has forced that 
road to declare an embargo. This is 
likely to be lifted within the next few 
days. 

The almost normal production of pig 
iron and steel, in the face of a light 
new demand, is being felt in lower prices 
on both pig iron, and also on semi- 
finished steel in the shape of billets and 
sheet bars. In the past week pig iron 
in the Pittsburgh district has gone off 
another dollar per ton, the market being 
weak, and likely to go lower. The whole 
situation is favorable to buyers, who are 
simply holding off from placing new 
orders, believing it is the better policy 
to await new developments that are 
likely to be in their favor. The rail- 
roads are the only large consumers that 
are buying freely, in fact, the railroads 
have been the leading buyers for sev- 
eral months. In the past week orders 
for about 3000 cars were placed and for 
about seventy locomotives. New in- 
quiries include close to 8000 cars and 
ubout forty locomotives. The railroads 
know that their rolling stock is in poor 
shape, and they are using many cars 
and locomotives, that under normal con- 
ditions would have been in the scrap 
pile long ago. 

No announcement has yet come from 
the United States Steel Corporation as 
to its prices on sheets for first quarter, 
and on tin plate for first half. Costs 
are higher than when the present price 
of $4.75 per base box was made on tin 
plate, and for this reason the corpora- 
tion may see fit to advance the price 
for first half, say about 25 cents per 
box, but nothing definite has been given 
out. There is not likely to be any ad- 
vance made in sheets. There were no 
important changes in prices in the past 
week. Premiums for early delivery have 
disappeared, as the heavy output at 
present has allowed the mills to catch up 
largely on back orders. The tendency of 
Erices is downward, as the mills do not 
have a large tonnage on their books 
beyond the end of this year. 

Steel conditions are likely to remain 
about as they are until after the turn 
of the year. New buying at the end 
of the year is usually quiet, consumers 
always desiring to reduce stocks as 
much as possible before inventory 
reriod. Also there is no incentive to 
buy ahead at this time; higher prices 
are not expected, either by the mills or 
consumers, 

There is a great deal more activity 
in the hardware trade just now than in 
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the heavy steel trade. Buying of holi- 
day goods has opened up in good shape, 
and promises to be very much heavier 
than last year. Labor is better em- 
ployed than at this time in 1921, and 
has more money to spend. In the manu- 
facturing districts west of Chicago 
things are active, and merchants re- 
port a good volume of trade. In the 
farming centers trade is not so good, 
as the farmer has been up against it 
badly since the close of the war. Local 
stores report they are doing a larger 
trade than at this time last year. 

New building permits in this district 
have shown some falling off, due to the 
late season, but more to high costs. It 
is claimed, and it is probably true, that 
building costs are higher now in the 
Pittsburgh district than during the war. 
There is a scarcity of plasterers, car- 
penters and other kinds of labor used 
in new building work. However, the 
building outlook for 1923 is regarded as 
good, as architects report they are figur- 
ing on a tremendous amount of work to 
be erected in the early part of the new 
year. 

Hardware price changes during the 
week were few. There is still a scarcity 
in supply on some lines of goods. Manu- 
facturers are urging the jobbers to get 
their orders in early, as 1923 promises 
to be a big year in trade, and with 
scarcity of labor, output of goods may 
be restricted to some extent. On the 
lines of goods on which prices are guar- 
anteed, initial orders for spring deliv- 
ery have been heavy. The mild weather 
so far has seriously restricted sales of 
some goods that at this season should 
be active. Sleds, ice skates and other 
winter sporting goods have moved out 
very slowly so far. The demand for 
shelf hardware is good, new buying of 
building hardware being especially ac- 
tive. 

There is no serious complaint about 
collections. 

Automobile Accessories.—Prices on 
some lines of accessories are firmer, and 
some dealers are looking for early price 
advances on some of the staple supplies 
in the near future. Several makers of 
ears have advanced their prices, much 
to the surprise of the trade, and others 
are expected. The demand for cars this 
year has been beyond all precedent, and 
next year is expected to be even heavier. 
Makers of the moderate priced cars are 
making plans to increase their output 
in order to better meet this expected in- 
crease. 


We quote from jobbers’ 
f.o.b. Pittsburgh as follows: 

Millers Falls, No. 145 jacks, $4.75. 
Reliable jacks, No. 1, $2.33; No. 2. 
$3.33, in lots of 12; Derf spark plugs, 
96c, each for all sizes in lots less than 
50; Champion X spark plugs, 45c. 
each for less than 100 and 43c. each 
for over 100; Champion regular, 53c. 


Axes.—Demand is about as heavy as 
could be expected at this season, but is 
mostly for small lots. Prices are hold- 
ing firm. 


We quote from jobbers’ 
f.o.b. Pittsburgh as follows: 


stocks, 


stocks, 
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bitted axes, 
unhandled, 


First grade, single 


handled, $19.00 per doz.; 
$15.00 per doz.; double bitted axes, 
handled, $24.00 per doz.; unhandled, 
$20 per doz.; second grade axes, 
single bitted, handled, $17.50 per doz.; 
unhandled, $14.50 per doz.; double 
bitted, handled, $21 per doz.; unhan- 
died, $18 per doz. 

Builders’ Hardware. — While new 
building activity in this district has 
fallen off somewhat the demand for 
builders’ hardware is holding up re- 
markably well. Several local concerns 
say they are filled up for some time to 
come. The recent general advance of 
about 10 per cent in prices is holding 
firm. It is a fact that local builders 
are putting a better quality of hard- 
ware in new buildings than formerly, 
realizing that it is real economy to do 
so. This is the result of a campaign 
on this subject that has been carried on 
in this district for some time, both by 
makers and also by the architects. 


Copper Products.—The new demand 
for brass and copper products is ex- 
traordinarily heavy, and prices are very 
firm. One of the oldest industrial con- 
cerns in the Pittsburgh district reports 
that it is practically sold up on its full 
line of products over the next four or 
five months. Prices on copper products 
in large lots are as follows: 

Copper conductor pipe, 50 and 10 

per cent off list; copper elbows, 20 

per cent off list; copper nails, 25%c. 

per lb.; ferrules, 70 per cent off list; 

sheet copper, 27%c. base; copper 
rods, 22c. base; copper bottoms, 30c. 
base. 

Bolts and Nuts.—Jobbers and 
sumers continue to specify quite freely 
against contracts placed several months 
ago for delivery in this quarter, but 
there is less anxiety as to deliveries, 
some makers now shipping out fairly 
promptly. New deniand is only fair, as 
buyers are well covered for the re- 
mainder of this year, and there is no 
disposition as yet to contract for first 
quarter. Discounts being quoted on 
bolts and nuts, also the prices on rivets 
to the large trade are as follows: 


con- 


Machine bolts, small, rolled threads, 
60 and 5 per cent off list. Machine 
bolts, small, cut threads, 50 and 10 
per cent off list. Machine bolts, 
larger and longer, 50 and 10 per cent 
off list. Carriage bolts, % x6 in.: 
Smaller and shorter, rolled threads, 
50, 10 and 5 per cent off list; cut 
threads, 50 per cent off list; longer 
and larger sizes, 50 per cent off list 
Lag bolts, 60 and 5 per cent off list 
Plow bolts, Nos. 1, 2 and 3 heads, 50 
and 10 per cent off list; other styl 
heads, 20 per cent extra. Machine 
bolts, c.p.c. and t. nuts, % x4 in.: 
Smaller and shorter, 45 per cent off 
list; larger and longer sizes, 45 per 
eent off list. Hot pressed squar: 
or hexagon blank nuts, $3.25 to $3.50 
off list. Hot pressed nuts, tapped, 
$3.25 to $3.50 off list. C.p.c. and ¢t 
sq. or hexagon nuts. blank, $3.25 to 
$3.50 off list. C.p.c. and t. sq. © 
hexagon nuts, tapped, $3.25 to $3.50 
off list. Semi-finished hexagon nuts 
fs in. and smaller, U. S. S., 75, 19 
and 5 per cent off list; % in. and 
larger, U. S. S., 70. 10 und 2% pe 
cent off list; small sizes, S. A. I., 
80 and 5 per cent off list.; S. A. Bb 
5 in. and larger, 75 and 5 per cent 
off list. Stove bolts in packages, ‘? 
and 5 per cent off list. Stove bolts 
in bulk, 80, 5 and 2% per cent off 
list. Tire bolts, 50, 10 and 10 prr 
cent off list. 
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Cap and Set Screws.—Milled square 
and hexagon head cap screws, 75 per 
cent off list. Milled set screws, 75 
per cent off list. Upset cap screws, 
75 and 10 per cent off list. Upset set 
screws, 80 per cent off list. 

Rivets.—Large structural 
rivets, base, per 100 Ib., $3.15. JIaree 
boiler rivets, base, per 100 Ib., $3.25. 
Small rivets, 65 per cent off list. 

Jobbers charge the usual advances 
to the retail trade for small lots out 
of stock. 


and ship 


Chain.—The present demand for tire 
chain is quite heavy, while for com- 
mercial chain is also active. Prices are 
firm, but it is believed are about as high 
as they will go in the near future, in 
sympathy with the general trend of 
prices on other steel goods. Coil chain 
is quoted to the large trade at $6 base, 
f.o.b. Pittsburgh, per 100 lb. Prices on 
other sizes less than 1 in. take the fol- 
lowing extras: 
fe-in., $4.25; 4-in., $3.25; fy-in., $2; 

i 75c.; ye-in., 50c.; W%-in., 25c.; 
Ye-in., $1; 44-%-in., 75c.; 4#-%-in., 
50c.; s-%-in., 25c.; 1-in., base; 
1%-1%4-in., base. 

This will make the prices for Steel 
Proof, BB and BBB Coil Chain, using 
l-in. size for base, at $6 per 100 Ib., 
f.o.b. Pittsburgh, Pa., as follows: 
Size BB 


ay 


%e-1n., 


BBB 


The above prices are named only 
on car'oads and large lots, jobbers 
charging higher prices for small lots 
out of stock. 

Baseball Goods.—As yet local jobbers 
have received no advices of an advance 
in prices on baseballs or other sporting 
goods, but it is looked for at any time. 
The demand for sporting goods next 
year promises to be the heaviest ever 
known, and jobbers have placed heavy 
orders for delivery early in the new 
year. One local house states that its 
order this fall was more than twice as 
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Ts weather during the past two 
weeks has been unseasonable, but 
this apparently did not have any effect 
on the hardware trade. Jobbers report 
a very active month to date, and were 
it not for the fact that shipments of 
merchandise are being subjected to 
vexatious delays in transportation much 
more business could be done. The rail- 
road situation is not clearing up rapidly 
in the opinion of some jobbers who 
have been waiting for weeks to fill 
orders for late fall and holiday goods. 
The late season is looked upon in some 
quarters as a boon to the jobbers, as 
dealers, while anxious to complete their 
stocks, are taking a cheerful view of the 
Situation, and are not unnecessarily 
shouting for their goods. 

The demand for spring goods is im- 
proving and orders have already been 
placed in fair volume for screen doors 
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large as last year, and this particular 
jobber is still wondering whether he 
should not have bought even more 
heavily. 

Heaters.—The demand for small gas 
heaters for bath rooms and other places 
where a small heater will do the work 
is now quite active. Prices are about 
the same as ruled last year. 

Iron and Steel Bars.—The new de- 
mand has quieted down somewhat, the 
mills now being able to make better de- 
liveries than for some time. On very 
large lots, it is intimated that the 2 
cents price on soft steel bars has been 
slightly shaded, but the general price 
for large lots is holding fairly firm at 
the above figure. 

Jobbers are quoting from 2.75c. to 
3c. per lb. in small lots from store. 
Iron bars are also quieter in demand, 
few being sold in this market. Job- 
bers quote about 2.75c. from store. 
Rivets.—Some makers of copper 

rivets and burrs have advanced prices 
about 10 per cent, and this advance will 
no doubt become general in a very short 
time. Prices on all kinds of copper 
products are strong, in sympathy with 
the raw copper market. 

Shovels.—Makers report the demand 
for all grades of shovels as being quite 
active, especially for contractors’ 
shovels, used in railroad and road work. 
There is still some talk of an advance 
in prices, but nothing definite has come 
out. Makers claim that present prices 
on shovels leave little or no margin of 
profit. 

Sheets.—No announcement has yet 
been made by the American Sheet & 
Tin Co. as to whether it will make an 
advance in prices on sheets for first 
quarter. Costs have gone up, and higher 
prices seem justifiable, but until the of- 
ficial announcement is made by the 
above interest, whether there will be an 
advance is only guesswork. Some an- 
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and windows, wire cloth, lawn mowers 
and other items on which prices have 
been announced. 

The price situation shows few 
changes, the last two weeks bringing 
in only a few of minor importance. 
Some revisions are being made from 
time to time in price lists, but the effect 
has only been to average up the quota- 
tions. Some manufacturers have noti- 
fied their jobbers of impending price 
advances on the strength of their sup- 
ply of cheaper raw materials having 
run out, and the consequent use of 
higher-priced materials in goods being 
manufactured to-day. However, nothing 
definite has yet been done, and the opin- 
ion in the trade seems to be that prices 
for the time being, at least, have 
reached their peak, and that only minor 
changes will be seen from now on. 

Axes.—The demand for axes con- 
tinues good and stocks are in good 
shape to meet it. 

Alarm Clocks.—During the past two 
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nouncement on this matter is looked 
for this week. The car load prices on 
sheets are 3.35 cents for 28-gage black, 
4.35 cents for 28-gage galvanized, and 
from 2.50 cents to 2.60 cents for blue 
annealed. Jobbers continue to quote 
3.75 cents to 4 cents for black, and 
4.75 cents to 5 cents for small lots from 
stock. 

Iron and Steel Pipe.—Nothing new to 
report on these products this week. The 
demand for butt weld sizes of steel pipe 
is still very urgent, much heavier than 
the mills can supply promptly. Prices 
are firm, but without change. 

Loca! jobbers are quoting for small 
lots of steel pipe out of stock as 
follows: Prices per 100 ft. f.o.b. Pitts- 


burgh: 

Black Galv. Black Galv. 
$8.40 
11.36 
13.60 
18.29 


8.44 

10.10 

13.58 

21.48 

Wire Products.—Demand for wire 

nails, plain wire and wire fence is ac- 

tive, the mills having about all the work 

on their books that they can turn out 

until the first of the year, or longer. 

There is a shortage of wire drawers, 

and this is restricting output to some 
extent. Prices are firm. 


Jobbers are quoting from 
f.o.b. Pittsburgh, as follows: 

Wire nails, $3 to $3.10 base per keg; 
galvanized, 1 in. and longer, includ- 
ing large head barbed roofing nails, 
taking an advance over the price of 
$1.50, and shorter than 1l-in., $2; 
bright Bessemer and basic wire, $2.75 
per 100 lb.; annealed fence wire, Nos. 
6 to 9, $2.90; galvanized wire, $3. 
galvanized barbed wire. 
vanized fence staples, $: 
barbed wire, $3.40; 
staples, $2.20; cement 
per count keg, $2.60; these prices 
being subject to the usual advance 
for the smaller trade, all f.o.b. Pitts- 
burgh, freight added to point of de- 
livery, terms 60 days net less 2 
cent off for cash in 10 days. 
count to jobbers on woven wire 
ing are 68 per cent off list for car- 
load, 67 per cent off for 1000-rod lots, 
and 66 per cent off for small lots, 
f.o.b. Pittsburgh. 


stocks, 


pa inted 
fence 


coated nails, 


weeks there has been a noticeable in- 
crease in the demand for alarm clocks, 
and jobbers and dealers report sales 
good. Prices are firm but unchanged. 


Automobile Accessories.—One leading 
jobber of accessories reports his sales 
of accessories during the month of Oc- 
tober as being 20 per cent ahead of last 
October, and sales for the year to date 
are very much in excess of the total 
reached all of last year, this, despite 
a poor start. While the present week 
has shown a slight falling off, this is 
ascribed to two reasons; first, the fact 
that a number of accessories shows are 
being held in different cities, and sec- 
ond, the present time is what one jobber 
terms “between seasons.” It is too late 
for summer accessories, and the weather 
has been such that winter accessories 
have not yet been needed. However, 
dealers have placed good orders for 
winter goods, but shipments are poor, 
and a large number of orders remain 
unfilled. The price situation is strong. 
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Mill and Hardware Supplies Prices—November 20, 1922 


®ARS—CROW 
Steel Crowbars, 4 ft., 10 Ib. 4 
4% ft. 14 Ib. $1. 15; 5 ft. 
ib. $1.40. 
Pinch Bars, 5% ft. _. a $1.60; 
2 ft. 78¢; 2% ft. 88¢. 
Sst. 2 Fk 
From No. 1 Oak Tanned Butts. 
Belting, Ex. Hvy., 18 02..35% 
Belting, Heavy, 16 oz 0% 
Belting, Medium, 14% oz. ‘on 
Belting, Light, 13 oz 
Second aiiie, Sides 
Second Quality, Shoulders. .60% 
Cut \@ pend Lacing, ones 


cashes Lacing Sides, per 9. 
ft. Raw Hide, No. 1 
side 17 sq. ft. ‘and ar: " 47e 

Under 17 sq. f 5¢ 

Rubber— 

Competition (Low Gride)50&10% 

Standard «+++ -40&10% 

ee i Se --35% 

BLOCK S—Tackle— 

Common Wood 

Patent .. 


Carriage, Machine, &c.— 
Common Carriage (cut thread): 

% « 6, and smaller... .60&5% 
Carriage (rolled 


% x6, and smaller... .30-10% 
Larger or Longer.....30-10% 
Phila. Eagle, $3.00 list.... 
Bolt Ends, H. 
Machine (cut thread): 
% 24, and smaliler.... 
Larger or Longer 
DRESSING—Belt— 
Liquid im gal. cans, gal.. 


DRILL AND DRILL 
sTOCKS— 


Common 
thread): 


Twist, seer and 


HAMMERS AND 
SLEDGES— 

Hammers 

Sledges ... 


OILERS— 

Stee, Copper Plated......70-5% 
Chace, Brass and Copper. .10% 
Railroad, coppered ....... 50- 5% 
Chace, Zinc Plated.. . 
Railroad, brass ...+.+++: 


PICKS AND MATTOCKS— 
Railroad .. +2 -50-5% 
Contractor’s Picks , 

40% Discount 


eee seeeeee 


ROPE— 
Eastern Retail Trade. Per |b. 
Manila, % in. diam. and larger: 
Highest Grade. .18%¢ Ib. 
Second Grade.....16¢ ib. base 
Hardware Grade 
Sisal, % in. diam. and wens 
Highest 0 Oye 
Second Grade .. 20¢ 
Sisal, Hay, Hide and ‘Bale "Ropes, 
Medium and Coarse: 
First Quality, 23%¢; second 
qualit 20%¢ 
Sisal, Tarred, "Medium Lath 
arns: 
First es | covevesccccetee 
Second quality .....+.....20¢ 
Cotton Rope: 
Best 5/16-in. and Sarger, 
50¢ to 60¢ 
Medium, 6/16-in. and larger, 
47 @48¢ 
Third Gr., 5/16-in. and 
larger 45 @ 46¢ 
Jute: 
No. 1. %-in. and up 
No. 2, %-in. and up....19%¢ 


SAWS AND FRAMES— 
Hack— 


ar ae | conan 


eee eeeereere 


Saw Frames— 


Irom, per dos... .eeeeeees+ $3.10 
Steel, adj., 3. to 12 in., per doz., 


$8. 
Steel, adj., steel hdle., per doz... 


Star H. S. Frame........$18.12 
Adj. Pistol-Grip, per doz. .$18.12 


SCREWS— 
Coach, Lag and Jack— 
Coach, Gimlet Point.....40-10% 


Jack Screws— 
Standard List...... 


Machine— 


Cut Thread Iron, 
Flat Head or Round Head, 
50&10% 
Fillister or Oval Round Head, 
50&10% 
Fillister or Oval Head.40&10% 
— Thread Iron, F. H. or 


70-5% 
Fillsster or Oval Head. .80% 
Rolled — Brass: 


F. H. or R. H 
Filaster ¢ or Oval Head 


Set and Cap— 


Flat Head, Iron...........75% 
Set (Steel) net advance over 


4%” and smaller... onkeae 75% 
”" and larger....50&10&5% 
Filliister Head Cap. 45% 


Wood 
Flat Head Iron 
Round Head, Iron.. 
Flat Head, Brass "72%. 5- 20- 5 
Round Head Brass..70-5 & 20- 4 
Flat Head, Bronze 7% 
Round Head, Bronze.... “65- re 


Mi. ¢. Ry A Taps, No. 2 to 
50-10-5 


WASHERS—Cast— 
Over %-inch, barrel lots, per 
100 ib. 6.25 


Irom and Steel 
Size Bol 


t.. te ¥% % 
Washers $10.25 9.25 7.75 


% % 
7.50 7.40 
WRENCHES— 
Agricultural ......+0++++50-10% 


Alligator or Crocodile 
Drop Forged S.....0++++--40% 


Stillson pattern &5 
Genuine Walworth Stilison, 
62% 


METALS— 
Tin— 
fesatte, PIG wccccceccecs 
Sewanee 
Lake Ingot . 
Electrolytic 


ee 
Casting ..... #§ 


oo ld he 
Spelter and Sheet Zinc— 
Western spelter ........6 1¢ 
Sheet Zinc, No, 9 base, “3° 
9¢ open 944¢, 
Lead— 


American Pig, Per Ib. .6% on 
Bar, Per Ib...........7 Te 
Larger or Longer....30-10% 


Solder— 
No. 


-18¢ 
Prices on “solder” ‘indicatea by 
private brand vary according te 
composition. 
Babbitt Metal— 
Best grade, per Ib........... 


Shank 50% 
Wire Gauge Jobbers’ “ * f 

Blacksmith 
Brace Drills for Wood.. 
EMERY—Taurkish— 

Out of market at present time. 
Damas, WD. o.0:0 060000000008 10¢ 


STOCKS, DIES AND 
TAPS— 


Hye 


H% t . 
Hand i: ‘smaller than % 


OD coccccccccccccsccccecd 


Set 
pal "Taps, ih to aie. i6aAe 
i? 


15¢ 
Commercial grade, per Ib.....85¢ 
Antimony— 
Asiatic, per Ib.......6%@6%¢ 
Alauminum— 
No. 1 Aluminum (guaranteed over 
99 per cent pure), in ingest for 
remelting, per Ib...... 











It is almost a certainty, with the price 
of rubber and cotton advancing, that 
tires will take a jump very soon. One 
pump manufacturer has announced an 
advance of 10 per cent. Other changes 
are more in the nature of revisions of 
existing lists, and the situation as re- 
gards prices can well be said to be 
stable. 

Builders’ Hardware.—The demand for 
builders’ hardware continues strong, as 
many new projects are being started, 
and the indications are that the present 
winter will show little appreciable let- 
up in building construction. Stocks are 

i badly broken, as shipments from manu- 

facturers are being subjected to many 
delays en route. Scarcity of box cars 
is given as the reason for poor deliv- 
eries, which has necessitated the substi- 
tution of hardware on many projects 
which contractors have been obliged to 
complete. The price situation is very 
firm. 

Bolts and Nuts.—Some jobbers have 

made further advances in prices on 
bolts and nuts, which are in increasing 
demand. 


We quote from Cincinnati jobbers 
stocks: Machine bolts, small sizes, 
50 off; large sizes, 50 and 10 off; 
carriage bolts, small, 50 off; large, 
40 and 10 off; stove boltsy 75 off; 
semi-finished nuts, ~ and smaller, 
75 off; larger sizes, 70 off. 


Cutlery.—Holiday trade is progress- 


’ 


ing and jobbers report good sales. Deal-- 


ers, too, report a good volume of busi- 
ness, particularly in carving sets for 
the Thanksgiving turkey. Pocket cut- 
lery is moving well, as are straight 
blade and safety razors. Prices are 
very strong. ' 

Coal -Hods.—Coal hods are much in 
demand, and jobbers are moving a con- 
siderable number of them to dealers in 
the smaller towns. Prices are strong, 
and it is intimated in some usually well- 
informed circles that an advance is not 
improbable. 

We quote from Cincinnati jobbers’ 
stocks: 16-in. japanned, $2.95 doz.; 
17-in., $3.30 doz.; 18-in., $3.65 doz.; 
16-in. galvanized, $4.25 ‘doz. ; 17-in., 
$4.55 doz.; 18-in., $5 doz.; 20- in., $6.75 
doz. 

Christmas Tree Holders.—Quitc a 
number of orders have been booked for 
Christmas tree holders, and some deal- 
ers have also had their supply practi- 
cally spoken for. No change in prices 
is noted. 

We quote from Cincinnati jobbers’ 
ee ks: Gem holder, $4.50 each; No. 

, $10. 

pean and Shearing Machines.— 
Jobbers report quite a demand for clip- 
ping and shearing machines, both for 
fall and spring deliveries. Prices show 
no change. 


We quote from Cincinnati jobbers’ 
stocks: Stewart No. ball-bearing 


clipping ‘machine, $10.75; No. 360 Top 
Plate, $1.00; No. 361 Bottom Plate, 
$1.50; dealer’s discount 25 per cent. 
Stewart Electric Clipping Machine, 
all standard voltages, hanging type, 
$80,00, f.0.b. Cincinnati; pedestal type, 
$85.00, f.o.b. Cincinnati; dealer’s dis- 
count 25 per cent. 


Electrical Goods.—There is an _ in- 
creasing demand for electrical gvods, 
and indications are that this class of 
merchandise will be very popular as 
Christmas presents. Irons and perco- 
lators are going well, and heaters are 
also coming into prominence as sellers 
in the hardware stores. Prices are firm 
and unchanged. 


We quote from Cincinnati jobbers’ 
stocks: 

Irons-American Beauty, in lots of 
1 to 6, $5.25 each; in lots of 6 to 24, 
$5.10 each; over 24, $4.95 each. Hot 
Point Irons, No. 115F17, $6.75 each; 
No. 215F34, $5.00 each; less 30 per 
cent discount for lots of 6 and over. 

Hot Point Curling Irons, No. 112L6, 
$6.50 each; less 30 per cent for lots of 
6. 

Hot Point heating pad, No. 115Q6, 
$7.95 each; less 30 per cent for lots 
of 6. 

Hot Point Percolators, No. 20620, 
$12 each; No. 20621, $13 each; No. 
20611, $10 each, less 30 per cent dis- 
count for lots of 6 and over. 

Coffee Urn. No. 114P17, 
Turnover ‘Toaster, No. 
Headlight heater, No. 
each; Vacuum Cleaner, 
all price less 30 per cent for lots of 
6 and over. 

Polar Radiant Heater, $3.75 each. 


Eaves Trough and Conductor Pipe.— 
Large sales are reported of eaves trough 


$25 each; 
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and conductor pipe at unchanged prices. 


We quote from Cincinnati jobbers’ 
stocks: 28 5-in. eaves trough, 
$4.25 per 100 ft.; 28 gage, 3-in. corru- 
gated conductor pipe, $4.50 per 100 
ft.; 3-in. corrugated conductor elbows, 
$1.62 per doz. 


gage, 


Files.—Jobbers have made changes in 
file prices, the discount being lowered 
about 5 per cent. The demand is fair. 

We quote from Cincinnati jobbers’ 
stocks: Nicholson and Black Dia- 


mond files, 50 and 5 off; other makes, 
60 and 10 off. 


Galvanized Ware.—There is a good 
demand for galvanized ware, particu- 
larly pails and tubs. Prices are strong. 

We quote from Cincinnati jobbers’ 
stocks: Galvanized pails, 10-qt., $2; 
12-qt., $2.25; 14-qt., 16-qt., 
$3.25; galvanized tubs, No. 0, ; 
No. 1, $5.75; No. 2, $6.50; No. 3, 
all prices per doz. | 
Glass.—The demand for window glass 

continues heavy, local jobbers being 
rushed to their limit to take care of 
orders. Prices are very firm. 

We quote from Cincinnati jobbers’ 
stocks: Single strength A and B, 
first three brackets, 85 per cent dis- 
count; Doub'e strength A, 84 per 
cent discount; all double strength B, 
86 per cent discount. 

Hack Saw Blades.—There is a fair 
demand for hack saw blades and jobbers 
recently announced a slight advance in 
prices. Hack saw blades are now quoted 
at 40 and 10 off. 

Ice Cream Freezers.—There is quite 
au demand for ice cream freezers for 
both immediate and spring shipment. 
Prices are unchanged. 

We quote from Cincinnati jobbers’ 
stocks: Peerless and Alaska, 1-qt., 
$2.95; 2-qt., $3.45; 3-qt., $4.10; 4-qt., 
$5.00; all less 25 cent discount. 
Lanterns.—Lanterns continue in good 

demand, particularly from country cea!- 
ers. Prices show no change. 

We quote from Cincinnati jobbers’ 
stocks: Monarch, $7.95 a doz.; D-Lite, 
$12.60 a doz.; Little Wizard, $9.75 a 
doz.; Wizard, $13.80 a doz.; Blizzard, 
$12.60 a doz.; Railroad No. 39, $15 a 
doz. 

Lawn Mowers.—Local jobbers report 
a good demand for lawn mowers for 
spring shipment, dealers evidently hav- 
ing come to the conclusion that it is 
unwise to wait till too late to place 
orders for their supplies. This year’s 
prices are still effective, both on im- 
mediate and spring shipments. 

We quote from Cincinnati jobbers’ 
stocks: Cheap lawn mowers, 12-in., 
$4.70 each; 14-in., $4.95 each; 16-in., 
$5.20 each; medium _ bearing, 14-in., 
$7.50 each; 16-in., $7.75 each; better 
grade, ball bearing, 14-in., $8 each; 
16-in., $8.35 each; 18-in., $8.75 each; 
five-knife high wheel ball bearing, 
16-in., $11.25 each; 18-in., $11.75 each; 
20-in., $12.25 each. 

Nails.—Nails bring what a dealer will 


$4.75; 
$7.60; 


per 


Office of HARDWARE AGE, 
3725 Colfax Ave. So., 
Minneapolis, Minn., Nov. 18. 


USINESS conditions in general con- 
tinue to show a steady gain, with 
the exception of such firms as are de- 
pending on seasonal goods. The fall 
weather has been so unusually mild 
that there is comparatively little de- 
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but local jobbers are adhering to 
quotations on what few nails they 
in stock, and are not attempting to 
take advantage of the situation of the 
mills with respect to deliveries. The 
demand is heavy and is being only par- 
tially satisfied. 

We quote from Cincinnati jobbers’ 
stocks: Common wire nails, $3.20 
per keg, base; cement coated nails, 
$2.75 per keg base. 

Oil Heaters—The demand for oil 
heaters is steady, and with a cold spell 
on the way will quickly assume heavier 
proportions. Prices are firm. 

We quote from jobbers’ stocks, 
f.o.b. Cincinnati: Florence black oil 
heaters, $7 each, list; nickel trimmed, 
$8.50 each, list; blue enamel, $10.50 
each, list; all subject to 25-5 dis- 
count. Perfection, black, $6.75 each, 
list; nickel trimmed, $8.25 each, list; 
blue enamel, $10.50 each, all subject 
to 25 per cent discount. 
Paints and Oils.—The market is ac- 

tive with prices steady. No changes 
have been made in either linseed oi) or 
turpentine since last report. 

We quote from Cincinnati jobbers’ 
stocks: teady-mixed house paints, 
$2.60 per gal.; linseed oil, in single 
barrels, 95c. per gal.; turpentine, in 
single barrels, $1.71 per gal.; white 
and red lead, in 12% Ib. kegs, 13\c. 
per Ib. 

Roofing Paper.—The demand for roof- 
ing paper is heavy, and sales during the 
past few weeks have been big. Rumors 
are current of price advances but 
nothing definite can be learned at the 
present writing. 

We quote 


pay, 
their 
have 


from Cincinnati jobbers’ 
stocks: Standard, light, 95c. per sq.; 
medium, $1.20 per sq.; heavy, $1.50 
per sq.; Holdfast, light, $1.30 per sq.; 
medium, $1.55 per sq.; heavy, $1.85 
ver sq.; slate surface roofing, 85-lb 
quality, $1.95 per sq., both red and 
green, 

Rivets.—There is a fair demand for 
the smaller rivets at unchanged prices, 
jobbers quoting 60 off. 

Screws.—No changes are reported in 
screws, though the demand is showing 
a slight improvement. 

We quote from Cincinnati jobbers’ 
stocks: Machine screws, 65 off; cap 
and set screws, 75 off; coach screws, 
50 and 5 off; wood screws, 80 and 20 
off. 

Screen Doors and Windows.—The 
Continental Co. has announced prices 
for next year on screen doors and win- 
dows. These show an average advance 
of approximately 5 per cent. 

Sheets.—Galvanized sheets are in 
particularly good demand, though the 
market for black and blue annealed is 
by no means slow. Prices show no 
change. 

We quote from Cincinnati jobbers’ 
stocks: No. 10 blue annealed, 4e. 


TWIN CITIES 


mand for fall and winter goods as yet. 

Retail hardware dealers are enjoying 
a good volume of business in all lines 
with the exception of winter goods such 
as snow shovels, sleds, skates, etc. 

Manufacturing conditions continue to 
improve and such retailers as cater to 
this trade are obtaining a good volume 
of business. 


per 
No 


lb.; No. 28 black, +.70c. 


28 galvanized, 5.75c. per Ib. 


per Ib.; 


Stove Pipe—The demand for stove 
pipe has reached heavy proportions, and 
jobbers report very satisfactory sales. 
Dealers, reporting much 
tivity. 

We quote from Cincinnati jobbers’ 
stocks Unit Colored pipe, made up, 
6-in., 1l8e, per joint; 7-in., 
joint; knockdown pipe, 4 
l1%c. per joint; 7-in., 13% 
6-in., 1344c. per joint; 7-in., 15 
joint; packed in crates, 75 
stove pipe elbows, No. 
$1.25 r doz.; $1.75 per 

i per doz.; 7-in., 


too, are ac- 


Solder.—No changes have been made 
solder prices, the demand for which 
considered good. 

We quote from Cincinnati jobbers’ 
stocks: Bar solder, 23c. lb.; string, 
25e. Ib. 

Sash Cord.—Another sharp advance 
in sash cord prices was made recently, 
but local jobbers have not made any 
changes in quotations as yet. 

We quote from Cincinnati jobbers’ 
stocks: Better grades, 67c. Ib.; 
cheaper, 40c. Ib. 

Saws.—Atkins, Disston and Bishop 
saws have been advanced a straight 10 
per cent by local jobbers, following sim- 
ilar advances made by the manufac- 
turers. 

Washers.—An advance of approxi- 
mately 10 per cent has been put into 
effect by local jobbers on washer prices. 

We quote from Cincinnati jobbers’ 
stocks: %-in., $5.50 in keg lots; %-in., 
$4.25; %-in., $4.00. 

Wire Products.—Plain wire is much 
in demand at $3.10 to $3.25 per 100 lb. 
Fence is quiet, although some orders 
have been booked for spring shipment. 

Wire Cloth.—Some weakness is evi- 
dent in wire cloth prices. Quite-a num- 
ber of orders have already been placed 
by dealers who, remembering their ex- 
perience of this year, want to be sure 
of their supply for next season’s trade. 

We quote from Cincinnati jobbers’ 
stocks: slack painted wire cloth, 
12-mesh, $1,80 per 100 sq. ft.; opal, 
wire cloth, $2.40 per 100 sq. ft. 

Wood Stoves.—The demand continues 
brisk for wood stoves, particularly from 
country districts, and jobbers and deal- 
ers report sales entirely satisfactory. 

Wheelbarrows.—There’is a pressing 
demand for wheelbarrows, and a local 
jobber who makes a specialty of this 
item has been forced to wire an order 
for immediate delivery of one carioad, 
with two to follow as soon as possible. 
Orders for spring, delivery are also 
being freely placed. 


The open fall has materially helped 
the sale of automobile accessories and 
supplies. 

Prices continue to remain very firm, 
but it is doubtful if many more advances 
will be made if the steel situation con- 
tinues to ease up as it has during the 
past few weeks. 

Builders’ Hardware.—Sales of build- 
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ers’ hardware are of exceptionally good 
volume for this time of the year, and 
difficulty is noted in filling orders be- 
cause of shortage in many lines. Prices 
remain firm. 

There is now a very good de- 
Prices show no further 
advance noted in last 


Axes. 
mand for axes. 
change since 
issue, 
from jobbers’ stocks, f.0o.b. 

Twin Cities: Medium grade, single 

bit, base weights, $13.80 per doz.; 

double bit, $18.30 per doz. 

Ash Sifters.—Demand continues to be 
in fair volume. Prices show no change. 

We quote f1om jobbers’ stocks, f.o.b. 

Twin Cities: Square wood, $3.75 per 

doz.; metallic, round, $4 per doz.; 

wood, barrel, $12 per doz. 


Bale Ties.—Sales of bale ties are of 
good volume. Prices show no change 
since advance noted in last issue. 


We quote 


quote from jobbers’ stocks, f.o.b. 
Cities: Single leop bale ties, 
4 per cent, : 

Bolts—Demand for bolts continues 
ito be of very good volume with short- 
ages developing in many sizes. Prices 
remain the same. 

We quote 
Twin Cities: 
15-5 per cent; 
45 per cent; 
50-5 per cent; 
50 per cent; lag 
Brads.—There still continues to be a 

fairly active demand for brads. Prices 
have shown no change. 

We quote from jobbers’ stecks, f.o.b. 
Twin Cities: Brads, in standard pack- 
ages, 75 per cent from list. 

Coal Hods.—Sales of coal hods are of 
about average volume. Prices remain 
as for some time past. 

We quote from local jobbers’ stocks, 
f.o.b. Twin Cities: Coal hods, i 
japanned, open, $3.60; 18-in., $ 
in., funneled, japanned, $4.50; 
$4.95; 17-in., open, galvanized, $5: 
in., $5.45; 17-in., funneled, galvanized, 
$6.20; 18-in., $6.80 per doz. 

Eaves Trough, Conductor Pipe and 
Galvanized Elbows.—The amount of 
business done in this line is considered 
quite satisfactory for this time of the 
year. Prices are firm. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Haves trough, 28-gage, 
5-in. lap joint, $5.25 per 100 ft.; 
conductor pipe, 3-in. corrugated, 
$5.40 per 100 ft.; 3-in. corrugated 
elbows, $1.64 per doz. 

Files.—Sales of files are showing a 
steady improvement and a better vol- 
ume of business is being done at the 
same prices. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Nicholson files, 50-10 
per cent; Arcade files, 65-10 per cent. 
Galvanized Ware.—There continues to 

be a very good demand for galvanized 
ware. Prices are stationary. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Galvanized tubs, No. 1, 
$6.10 per doz.; No. 2, $6.85: No. 3, $8: 
heavy galvanized, No. 1, $12;° No. 
$13; No 5; standard 10-qt., 
vanized pails, 25 per doz.: 
$2.35; 14 - 70 standard 
stock pails, $4.25; 18-qt., $4.80: 
stock pails, 16-qt., $6; 18-qt., § 

Glass and Putty.—There continues to 
be a very active demand in a retail way 
for both glass and putty. Price ad- 
vances were announced in the preceding 
issue. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Single strength glass, 
82 per cent; double strength glass, 84 
per cent from standard lists. Putty, 
$4.40 cwt. 


from jobbers’ stocks, f.o.b. 
Small carriage bolts, 
large carriage bolts 
small machine bolts, 
large machine bolts, 
seurews, 55 per cent. 
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Lanterns.—Demand for lanterns re- 
mains in good volume. Prices show no 
change. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Tubular long globe, $13 
per doz.; tubular short globe, $13 per 
doz.; tubular dash lanterns, $16.90 per 
doz. 

Nails.—There continues to be a very 
good demand for wire nails. Prices are 
unchanged. 

We quote fron. jobbers’ stocks, f.o.b. 
Twin Cities: Smooth wire nails, $3.75 
per keg base; cement coated nails, 
$3.10 per keg base. 

Oil Heaters.—There continues to be a 
good volume of business in sales of oil 
heaters. Prices show no change. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: 30-5 per cent from 
standard lists. 

Registers.—Sales of registers remain 
quite satisfactory for this time of the 
year. Price advances were announced in 
last issue. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Cast steel registers, 30 
per cent from standard lists. 
Rope.—Sales of rope are reported as 

fairly satisfactory. There has been no 
change in prices. ‘ 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Best grade manila rope, 
18%c. per lb., base; best grade sisal 
rope, 14%c. per Ib., base. 
Sandpaper.—Orders for sandpaper 

are holding up very well and a good 
substantial amount of business is 
coming in. Prices show no change. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Best grade, No. 1, per 
ream, $6.50; second grade, No. 1, per 

eam, $5.85; garnet, No. 1, per ream, 
$15. 

Sash Cord.—Sales of sash cord are 
of only fair volume. Prices are the 
same. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Sash cords, best grade, 
68e. per Ilb.; solid cotton, ordinary 
grades, 41c. per Ib. 

Sash Weights.—There is very little 
activity as far as new orders are con- 
cerned. Prices remain firm. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Sash weights, $2.25 per 
ewt. ' 
Screws.—Wood screws continue to 

show a substantial volume of business. 
Stocks in jobbers’ hands are only fair. 
Prices show no change. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Flat head bright wood 
screws, 80-5 per cent; round head 
blued, 75 per cent; flat head ja- 
panned, 70 per cent; flat head brass, 
75 per cent; round ‘head brass, 70 per 
cent, 

Shearing and Clipping Machines —A 
very nice volume of business is being 
booked. Prices remain as follows: 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Stewart No. 1 ball bear- 
ing clipping machine, $10.75; No. 360 
top plate, $1; No. 361 bottom plate, 
$1.50; dealer’s discount, 25 per cent. 
Stewart electric clipping machine, all 
standard voltages, hanging type, $80, 
f.u.b. Chicago; pedestal type, $85, f.o.b 
Chicago; dealer’s discount, 25 per 
cent. 

Sidewalk Scrapers. — Unseasonable 
weather conditions have prevented any 
demand from developing in this line. 
Prices remain as last quoted. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Medium grade steel 
scrapers, $4.75 per doz. 

Snow Shovels—The unseasonably 
warm weather has prevented any de- 
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mand for snow shovels at this time. 
Prices remain unchanged. 

We quote from jobbers’ stocks, f.o.b 
Twin Cities: Straight handle, wood 
$4.85 per doz.; steel blade, straight 
handle, $8.25 per doz.; galvanize: 
steel blade, D handle, $11 per doz. 


Solder.—Demand for solder is very 
active. There has been a further ad- 
vance of 4 cent per lb. in price. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Guaranteed half and 
half solder, 27c. per Ib. 

Steel Sheets—Demand for - stee! 
sheets is only of fair volume and stocks 
are sufficient for the demand. Prices 
show no change. 

We quote from jobbers’ stocks, f.o.b 
Twin Cities: 28-gage galvanized 
sheets, $6 per cwt.; 28-gage black 
sheets, $5 per cwt. 

Steel Traps.—While there are a few 
sales there is no active demand because 
of weather conditions. Prices continue 
at the same levels. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Victor No. 53; No. 
1, $1.83; No. 1%, $2.75; 2 30: 
Newhouse, No. 0, $1.89; Ne. 1, $2. 
No. 114, $3.17; No. 2, $4.88 per doz. 
Stove Goods.—Sales of stove goods 

continue to be of good volume. Prices 
remain the same with the exception of 
an increase on dampers. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Stove boards, crystal- 
lized. 28 x 28, $15 per doz.; 30 x 30, 
$17.35 per doz.; 36 x 36, $24.02 per 
doz.; stove pipe, uniform blued, 28 
gage, 6 in. K. D., $12.50 per 10° 
lengths; 6 in. common iron corrugated 
elbows, $1.26 per doz.; 6 in. adjust- 
able charcoal iron, $1.86 per doz.; 
dampers, cast iron, wood or coil han- 
dle, $1.58 per doz.; stove shovels, 15 
n., japanned, 60c. per doz.; 21% in., 
Jumbo, japanned, $1.40; 14 in. Jumbo, 
Jr., 85e. per doz. 


Tacks.—Demand for tacks is only of 
fair volume. Prices remain as last 
quoted. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: American cut, 8-o0z., 
60c. per doz. packages; tinned carpet, 
8-oz., 60c.; blue carpet, 8-oz., 65c.; 
double point, 11-0z., 36c. 


Tin Plate—Demand for tin plate re- 
mains of: fairly substantial volume. 
Prices show no change. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Furnace coke, ICI, 20 
x 28, $13; roofing tin, IC, 20 x 28, 8-Ib. 
coating, $12.75. 


Weatherstrip.—There continues to be 
a very active demand for weatherstrip. 
Prices are the same. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Wood and felt weather- 


strips, %-in. and %-in., $1.85 per 100 
ft.; 1-in., 


$2.60 per 100 ft. 
Wheelbarrows.—Demand for wheel- 
barrows is of about average volume for 
this season of the year. Prices show no 
change. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Wheelbarrows, wood 
stave, fully bolted, $36 per doz.; No. 

1 tubular steel wheelbarrow, $6.35 

each; No. 1 garden, $5.60 each. 

Wire.—Sales of wire of various kinds 
remains quite active and a good volume 
of business is being done. Prices show 
no change since our last report. 

We quote from jobbers’ stocks, f.o.b 
Twin Cities: Barbed wire, painted 
cattle, 80-rod spools, $3.29; galvan- 
ized cattle, $3.56: painted hog wire, 
$3.51; galvanized hog wire, $3.82: 
smooth black annealed No. 9, $3.50 


per cwt.; smooth galvanized annealed 
No. 9, $4 per cwt. 
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Help your customers 
to build satisfactory garage doors 


VERY 
store with a problem of purchasing 
hardware for a garage door will appre- 


MCKINNEY 
Hinges and Butts 
and Hardware 


Also door hangers and 
track, door bolts and 
shelf brackets, 
window and screcn hard- 


latches, 


ware, cabinet hardware, 
steel door mats and 
wrought speciaities. 


man who comes into your 


ciate intelligent help from you. You can 
serve him, from the planning of a door to 
selling him the necessary hardware. 
Our booklet, “McKinney Complete 
Garage Sets,” is designed to give this help 
to your customers. Pages such as the one 
above present illustrations of swinging 
and sliding-folding doors for any width 
of garage entrances with simple plans for 
the. hanging of the doors and illustra- 
tions of the hardware necessary for what- 
ever type of door the customer may select. 
The hardware is of superior quality— 
McKinney made. Every piece needed 








for a complete garage door installation 
is packed in a strong, neat box. 

Think what that means to you! Every 
element of uncertainty ise eliminated in 
the sale. Not a piece is missing. No time 
is lost in hunting up the various items. 
No over-stocking of slow-moving parts. 

Tie the McKinney Booklet to the 
counter. Place the McKinney Complete 
Garage Door Sets on your shelves. The 
service the booklet performs for your 
customer is reflected in the profit you 
derive from the fast-moving specialty be- 
hind your counter. 

We will gladly send you this valuable 
booklet on request. Ask your jobber for 
the McKinney Complete Garage Sets. 


MCKINNEY 


Complete Garage Door Sets 


cKINNEY 


Western Office, 


MANUFAC 


Wrigley Bldg., Chicago 
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stentorian tones the slogan “No bonus 
for ships without a bonus for soldiers.” 


Court Jolts Trade Commission 


The Federal Trade Commission has 
just received a large and picturesque 
black eye at the hands of the United 
States District Court of the Southern 
District of New York. Judge Manton, 
who presides over that court, declares 
that the commission has no authority 
to conduct—as it has frequently con- 
ducted in the past—‘fishing expedi- 
tions” into the files of corporations and 
individuals for the purpose of discover- 
ing whether any evidence is contained 
therein upon which charges of law vio- 
lations may be based. 

This decision has been rendered in 
connection with the attempt recently 
made by the commission to obtain 
access to the correspondence files of 
the P. Lorillard Company. The at- 
tempt was resisted and the defendants 
have won a signal victory that will 
be of interest to business men every- 
where. The facts in the case are brief- 
ly set forth in a formal statement pre- 
pared by a representative of the re- 
spondent corporation as follows: 

“The significance of Judge Manton’s 
decision in the case of the Federal Trade 
Commission vs. the P. Lorillard Co. has 
been rather overlooked. It sustains the 
position that has been taken by various 
associations, individuals and corpora- 
tions in regard to investigation of Lheir 
records and files. Trade associations at 
different times have raised the question 
of the right of the commission ‘to go 
fishing’ in their files, in the absence of a 
complaint or charge against them of 
violation of law. In a number of in- 
stances the commission’s examiners 
demanded access to files and records 
without even indicating the statutory 
authority under which they were act- 
ing or giving any description whatever 
of the documents or the specific in- 
formation which they desired to secure. 


Dragnet Demand Denied 


“In the Lorillard case the commis- 
sion demanded that the respondent 
company furnish all its correspondence 
to and from its jobber customers for a 
period of a full year—without any 
charge or complaint having been made 
against the company. Judge Manton’s 
decision has denied such access as being 
in violation of the Fourth Amendment, 
which provides that the right of the 
people to be secure in their papers and 
effects against unreasonable searches 
and seizures, shall not be violated, 
and no warrants shall issue but upon 
probable cause, supported by oath 
or affirmation, and particularly de- 
scribing the place to be _ searched 
and the persons or things to be seized. 
It holds that it was not the intention 
of Congress to give the commission 
such a right, nor within the authority 
of Congress to do so. 

“The decision is also of significance 
because it accords corporations the 
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same protection under the Fourth 
Amendment, as private persons. ‘It is 
now well established,’ says the Court, 
‘that a corporation is entitled to invoke 
the guarantees of the Fourth Amend- 
ment against unreasonable searches and 
seizures in as full measure as would 
a person or partnership.’ 

“The essential point of the decision 
is that the Federal Trade Commission 
is declared to be without lawful au- 
thority to go through the private 
papers of corporations or persons on 
‘fishing expeditions’; but that it may 
demand access to specified papers or 
records, for the purpose of securing 
specific evidence relating to a particu- 
lar complaint, or other specific purpose 
authorized by law.” 


Preferential Transportation Rates 


The United States Tariff Commission 
is about to treat the American business 
man to an eye opener in the form of a 
report entitled “Preferential Trans- 
portation Rates.” This report is the 
result of an investigation conducted by 
the commission to ascertain to what ex- 
tent, if any, preferential transportation 
rates affect the country’s customs tariff, 
when such transportation rates, as ap- 
plied from the various ports to interior 
points in the United States, on im- 
ported commodities, are lower than 
those applicable on like domestic 
traffic from the same ports to the same 
interior points; also to what extent the 
export rates from interior points in the 
country of export are lower to the for- 
eign port on traffic destined to this 
country, than applied to similar do- 
mestic traffic. 

It is found that such preferential 
rates do exist. The principal ports in 
this country from which such rates 
apply are the South Atlantic, Gulf and 
Pacific ports and Portland, Me., (when 
routed via the Grand Trunk System). 
Similar preferential rates are also 
applied from various Canadian ports on 
traffic imported through, those ports 
destined to points in the United States. 


Would Not Amend Tariff 


The conclusions reached by the com- 
mission are, that, while it is evident 
that preferential transportation rates 
do exist, the carriers have established 
such rates primarily for the purpose 
of equalizing the commercial advantage 
of the rival ports of the alternative 
routes over which the foreign trade is 
carried, rather than an attempt to off- 
set in whole or in part the duties im- 
posed by the customs tariff. As an 
illustration, the pivotal or basic port 
in most instances on traffic to the cen- 
tral west appears to be New York, from 
which port the imports and domestic 
rates are generally the same. From 
other ports the rates are ordinarily 
established with relation to the rates 
from New York. 

In certain countries the export rates 
in some instances are lower than the 
domestic rates, the apparent object be- 
ing to favor the export trade of that 
country. The commission’s report also 
shows the result of its investigation of 
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the export rates in this country, the 
import rates in foreign countries and 
the ocean rates as applied to traffic 
moving from and to foreign countries, 

On many commodities and in certain 
instances the class rates as applied 
from interior points in this country to 
the various ports are lower than ap- 
plied to domestic traffic. As in the case 
of import rates, these lower rates are 
established for the purpose of port 
equalization, New York or some other 
North Atlantic port being the basic 
port on traffic from the Central West to 
which port the domestic and export 
rates are customarily identical with the 
rates to other ports made with relation 
to such basic port. 


High Rates to Aid Industry 


In most countries the railroad rates 
on imports are the same as the rates on 
like commodities of domestic origin, but 
there are instances of higher rail rates 
on imports imposed for the purpose of 
aiding domestic industry. 

There is but little governmental con- 
trol exercised over ocean rates as a 
condition of grants or subventions or 
subsidies. Preferential ocean rates re- 
sulting from governmental control are 
not of much significance at the present 
time. 

While it is not probable that the find- 
ings of the commission with respect to 
preferential transportation rates will 
call for legislation at the hands of 
Congress, nevertheless it is certain that 
this subject will receive very careful 
attention whenever Congress under- 
takes further tariff legislation. It is 
also among the possibilities that the 
matter of preferential transportation 
rates may be further considered by the 
tariff commission in connection with 
appeals for rate changes under the 
flexible provisions of the Fordney- 
McCumber law. 


Hoover Takes Cheerful View 


Secretary Herbert Hoover is nothing 
if not an optimist. In a bulletin just 
issued the secretary points with pride 
to reports gathered by the census bu- 
reau which he says “indicate that the 
most important development of recent 
weeks is the marked increase in the 
demand for goods.” Continuing he 
says: 

“Current wholesale distribution is 
said to be far in excess of this time 
last year. Retailers have been buying 
largely on a hand-to-mouth basis for 
many months. Their stocks have been 
depleted by the renewed buying. 

“Increased employment and higher 
wages have been largely responsible 
for this enlarged demand. The com- 
paratively low prices for farm products 
have checked rural buying to a certain 
extent, but the large crops produced at 
comparatively low costs will give the 
farmers a margin of profit which will 
ultimately be reflected in merchandising 
lines. 

“Final figures indicate that manufae- 
turing activity declined somewhat 10 
September. ‘ Out of 52 commodities re 


Reading matter continued on page 100 
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Turn Expense Into Income 


With the installation of a Mc- Three Copies with ‘‘One Writing”’ 


Caskey System you can save two « BE Fu Fig. 1—The original entry, goes into your ac- 

dollars out of every three you Ka Ta count register. 

spend for keeping your credit a 
n - 3 : sd P| SO Yr . 

oonnene ; ; P cna, memanyes Fig. 2—The duplicate 

i is filed for audit, or for 


Look at your expense problems 
in the light of increased income 
possible where you adopt efficient Fig. 1—Entry . 
methods which cost less and ac- ais chug, ONES 
complish more! es ett ya 





use as a monthly 
statement. 











How can the McCaskey System 
save you $2 out of every $3 you are Fig. 2—Duplicate 
spending for bookkeeping today? 

Fig. 3—The triplicate, is sent to the customer’s 

By “One Writing” — the modern home with the purchase—balanced to date and 
method of writing but once instead of ready for settlement. 
three times every entry. 


3y saving the time and bookkeeping 
cost maintained by' three writings, 
daily triplications. 


By stopping the errors due to posting 
from daybook or salesbook to ledger and 
to monthly statements. 


By putting an end to forgotten charges 
which occur and re-occur with frequency 
in any store which does not operate by a 
system which insures making the entry 
before the sale can be completed. 


By eliminating all disputes with cus- 
tomers over accounts. McCaskey users 
do not have disputes. Their customers 
are satisfied. They are never called upon 
to make readjustments. 


By making it easy for your 
customer to pay you. He 
knows and you know the bal- 
ance owing on his account at 
all times. Every account is 
always totaled and balanced 
ready for settlement. 

i Twenty Accounts Balanced and Ready for Settlement are Vis- 


ible at a Single Glance When the McCaskey Register is 
Opened to Any Account. 


Please send further information on the Mc Caskey System as it applies to my business. 
I understand that this will place me under no ob ligation whatever. 


Business 








THE McCASKEY REGISTER CoO. 
Alliance, Ohio 
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ported, 18 showed increased production 
compared with August, 30 declined, and 
4 showed no change. In August, 39 of 
these same commodities advanced over 
July, 12 declined, and 1 remained un- 
changed. Many of the declines re- 
ported in September were small, while 
others were purely seasonal reactions. 
“The transportation situation con- 
tinues to be of prime importance w 
industry. Car loadings have continued 
to increase, reaching a point almosu 
equal to the peak of 1920. The growing 
shortage of coal and box cars is limiting 
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production and delaying the shipment 
of needed material.” 


Don’t Use Dead Mailing Lists 


The use of antiquated and antedated 
mailing lists by business concerns send- 
ing out advertising matter and circular 
letters is resulting in serious economic 
waste, the Post Office Department de- 
clares. 

Besides the delays undergone by the 
postal machinery in handling and re- 
handling vast quantities of this class 
of mail which is incorrectly addressed 
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in most instances, the loss suffered by 
the mail order houses and other large 
users of mail runs into thousands of 
dollars annually. 

In an effort to put an end to this 
tremendous waste of energy and time 
instructions have just been issued to 
postmasters throughout the country to 
co-operate with business concerns in 
correcting and revising their mailing 
lists. A charge of 60 cents per hour 
may be made for this service, according 
to the order issued by Postmaster Gen- 
eral Work. 





Coming Hardware Conventions 


AMERICAN HARDWARE MANUFACTURERS’ 
ASSOCIATION CONVENTION, Jacksonville, Fla., 
April 24, 25, 26, 27, 1923. Headquarters, 
Windsor Hotel. F. Db. Mitchell, secretary- 
Veasurer, 1819 Broadway, New York. 

SOUTHERN HARDWARE JOBBERS’ ASSOCIA- 
TION, Jacksonville, Fla., April 24, 25, 26, 27, 
1923. Headquarters, Windsor Hotel. Johp 
Donnan, secretary-treasurer, Richmond, Va. 


IMPLEMENT AND HARD- 
Kansas City, Jan. 16, 
H. J. Hodge, secretary, 


WESTERN RETAIL 
WARE CONVENTION, 
47, 18, 19, 1923. 
Abilene, Kan. 


SouTH DakoTA RETAIL HARDWARE ASSO- 
CIATION CONVENTION, January, 1923. Sicux 
Falls, Jan. 16, 17, 18, 19, 1923. Convention 
and Exhibition, Coliseum, Jan. 16, 17, 18, 
19, 1923. H. O. Roberts, secretary, 1120 
Metropolitan Life Building, Minneapolis, 
Minn. 


TEXAS HARDWARE AND IMPLEMENT ASSO- 
CIATION CONVENTION, Dallas, Jan, 23, 24, 
25, 1923. A. M. Cox, secretary, 822 Dallas 
County Bank Bldg., Dallas, Tex. 

MoUNTAIN STATES HARDWARE AND IMPLE- 
MENT ASSOCIATION CONVENTION AND EXHI- 
BITION, Denver City Auditorium, Denver, 
Col., Jan. 23, 24, 25, 1923. W. W. McAllis- 
ter, secretary-treasurer, Boulder, Col. 


KENTUCKY HARDWARE AND IMPLEMENT 
ASSOCIATION CONVENTION AND EXHIBITION, 
Jefferson County Armory, Louisville, Jan. 
23, 24, 25, 26, 1923. J. M. Stone, secretary, 
202 Republic Building, Louisville. 


West VIRGINIA HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Huntington, 
Jan. 30, 31, Feb, 1, 1923. James B. Carson, 
secretary, 1001 Schwind Building, Dayton, 
Ohio. 

INDIANA RETAIL HARDWARE ASSOCIATION, 
Inc., CONVENTION AND EXHIBITION, Indian- 
apolis, Jan. 30, Feb. 1, 2, 1923. G. F. 
Sheely, secretary, Argos, Ind. 

OKLAHOMA HARDWARE AND IMPLEMENT 
ASSOCIATION CONVENTION, The Auditorium, 
Oklahoma City, Okla., Jan. 31, Feb. 1, 1923. 
W. A. Clark, secretary-treasurer, 209% 
West Main Street, Oklahoma City. 

IDAHO RETAIL HARDWARE AND IMPLEMENT 
DEALERS’ ASSOCIATION CONVENTION, Boise, 
Jan. 31, Feb. 1, 2, 1923. E. E. Lucas, sec- 
retary, Hutton Building, Spokane, Wash. 

VIRGINIA RETAIL HARDWARE ASSOCIATION 
€oNVENTION, Norfolk, Feb. 7, 8, 9, 1923. 
Thomas B. Howell, secretary, Richmond. 


NEBRASKA RETAIL HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Omaha, Feb. 
6, 7, 8, 9, 1923. Headquarters, Rome Hotel. 
Exhibition at Auditorium. George H. Dietz, 
secretary, Little Building, Lincoln. 


MICHIGAN RETAIL HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Grand Rapids, 
Feb. 6, 7, 8, 9, 1923. Karl S. Judson, ex- 
hibit manager, 248 Morris Avenue, Grand 
Rapids; A, J. Scott, secretary, Marine City. 


Paciric NoRTHWEST HARDWARE AND IM- 
PLEMENT ASSOCIATION CONVENTION, Spo- 
kane, Feb. 7, 8, 9, 1923. EE, E. Lucas, sec- 
retary, Hutton Building, Spokane, Wash. 


WISCONSIN RETAIL HARDWARE ASSOCIA- 
TION, Milwaukee Auditorium, Feb. 7, 8, 9, 
1923. George W. Kornely, manager of ex- 
hibits, 1476 Green Bay Avenue, Milwaukee. 
P, J. Jacobs, secretary- treasurer, Stevens 
Point. 


PENNSYLVANIA AND ATLANTIC SEABOARD 
HARDWARE ASSOCIATION, INC., CONVENTION 
AND EXHIBITION, Philadelphia Commercial 
Museum, Feb. 12, 13, 14, 15, 16, 1923. Sharon 
E. Jones, secretary, 1314 Fulton Building, 
Pittsburgh. ' 


OHIO HARDWARE ASSOCIATION CONVEN- 
TION AND EXHIBITION, Cleveland, Feb. 13, 
14, 15, 16, 1923, <xhibition in the new 
Municipal Hall. James B. Carson, secre- 
tary, 1001 Schwind Building, Dayton. 


ILLINOIS RETAIL HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Hotel Sher- 
man, Chicago, Feb. 13, 14, 15, 1923. L. D. 


Nish, secretary-treasurer, Elgin, Ill. 


IowA RETAIL HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Des Moines, 
Feb. 13, 14, 15, 16, 1923. A. R, Sale, secre- 
tary, Mason City. 

OREGON RETAIL HARDWARE AND IMPLE- 
MENT DEALERS’ ASSOCIATION CONVENTION, 
Portland, Feb. 14, 15, 16, 1923. E. E. 
Lucas, secretary, Hutton Building, Spo- 
kane, Wash. 


NortH DAKOTA RETAIL HARDWARE ASSO- 
CIATION CONVENTION, Grand Forks, Feb, 14, 
15, 16, 1923. C. N. Barnes, secretary, Grand 
Forks. 


CALIFORNIA RETAIL HARDWARE AND Im- 
PLEMENT ASSOCIATION CONVENTION, Palace 
Hotel, San Francisco, Feb, 19, 20, 21, 22, 
1923. Le Roy Smith, secretary, 112 Market 
Street, San Francisco, 





MISSOURI RETAIL HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Planters 
Hotel, St. Louis, Feb. 20, 21, 22, 1923, F. X. 
Becherer, secretary, 5106 North Broadway, 
St. Louis. 


New YorK StTaTeE RETAIL HARDWARE 
ASSOCIATION CONVENTION AND EXPOSITION, 
Rochester, Feb. 20, 21, 22, 23, 1923. Head- 
quarters, Powers Hotel, Sessions and Ex- 
positions at Exposition Park. John B. 
Foley, secretary, City Bank Building, Syra- 


cuse, N, Y. 


MINNESOTA RETAIL HARDWARE ASSOCIA- 
TION CONVENTION, Duluth, Feb. 20, 21, 22, 
23, 1923. H. O. Roberts, secretary, 1120 
Metropolitan Life Building, Minneapolis. 


NEw ENGLAND HARDWARE DEALERS’ ASSO- 
CIATION CONVENTION AND EXHIBITION, Me- 
chanics’ Building, Boston, Mass., Feb. 21, 
22, 23, 1923. George A. Fiel, secretary, 10 
High Street, Boston. 


SouTHERN CALIFORNIA RETAIL HARDWARE 
ASSOCIATION CONVENTION, Fullerton, Feb. 
27, 28, 1923. H. L. Boyd, secretary, San 
Fernando Building, Los Angeles. 


CONNECTICUT HARDWARE ASSOCIATION 
CONVENTION (place to be announced later), 
February, 1923. H.S. Hitchcock, secretary, 
Woodbury. 


HARDWARE ASSOCIATION OF THE CAROLINAS 
CONVENTION, Columbia, S. C., May 8, 9, 19, 
11, 1923. T. W. Dixon, secretary-treasurer, 
Charlotte, N. C. 


ARKANSAS RETAIL HARDWARE ASSOCIA- 
TION CONVENTION, May, 1923. (Place to 
be announced later.) L. P. Biggs, secre- 
tary, 815-816 Southern Trust Building, 
Little Rock. 


NATIONAL RETAIL HARDWARE ASSOCIATION 
CONVENTION, Richmond, Va., June, 1923. 
Herbert P. Sheets, secretary-treasurer, 
Argos, Ind. 


SOUTHEASTERN RETAIL HARDWARE & IM- 
PLEMENT ASSOCIATION CONVENTION, covering 
Tennessee, Alabama, Georgia and Florida. 
Atlanta, Ga., May 15, 16, 17, 18, 1923. 
Walter Harlan, secretary-treasurer, 701 
Grand Theater Building, Atlanta, Ga. 


MISSISSIPPI RETAIL HARDWARE AND IM- 
PLEMENT ASSOCIATION CONVENTION. (Date 
and place to be announced later.) H. S. 
Chilton, secretary-treasurer, Starkville. 


Reading matter continued on page 102 
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Slidex Round Layer Cake 
Pan — absolutely straight 
sides 


Slidex Square Cake Pan— 
Something new — Some- 
thing useful 


Don’t Waste Your Customers! 


LIDEX cake pans are big feature selling items 

which help to give greater variety to your tin- 
ware stock. They catch the eye of the casual cus- 
tomer because they are just what every woman needs 
to aid her natural baking ability. 


Slidex Cake Pans are made of extra heavy charcoal 
plate. The 1-inch beveled-edge cutting knife lies 
snugly against the bottom and sides of the square 
pan and frees the cake quickly and evenly. The round 
cake pan has absolutely straight sides, making it un- 
necessary to trim layer cakes before icing. 





Stock these fast selling items now. 


If your jobber can’t supply you, write us. 


EDWARD KATZINGER COMPANY 


910 W. Washington Blvd. Chicago, Ill. 
Buy Pans from Pan Makers Only 


When making up your order, be sure to 
include our famous Vanity and Ekco 
Loose Bottom Cake Pans and an assort- 
ment of fast selling Ekco Sanitary Bread 
Pans. 


“Show ’em and You’ll Sell ’em.” 

















HARDWARE AGE 


November 23, 1922 














NEW GOODS AND NOVELTIES 


Products Being Placed on the Market by Hardware Manufacturers 











Ingenious Storm Sash and Window 
Screen Hanger 

window 

the 


1742 


screen 
market by 
Van Buren 


and 
placed on 
Company, 


The storm. sash 
hanger just 


The Paine 














Street, Chicago, Ill, is very simple in op- 
eration and should prove popular with 
householders. A desirable feature is the 
ease with which the hanger may be at- 
tached inside the window. By tightening 
a thumb screw the outer piece of the de- 
vice is brought up tightly aguinst the under 
piece, thus forming a complete hinge with 
the part attached to the window frame. The 
hanger galvanized metal and inex- 
pensive in cost and may be easily detached. 


is of 


Preparation Removes Rust 

Peter A. Frasse & Co., Inc., 417 Canal 
Street, New York, N. Y., is now distribut- 
ing a preparation of foreign invention for 
the removal of rust or corrosion on all 
metais. The preparation, which is said to 
have found a wide field of usefulness in 
Great Britain, is also of considerable value 
in mills, steel plants, etc., that maintain 
sulphuric acid baths for pickling purposes. 
For cleaning metals or metal parts of rust 
or corrosion, one part of the preparation 
to twenty-five parts water is sufficiently 
effective to loosen and remove any rust, 
regardless of its age or condition. No 
scraping or rubbing is required, therefore 
the cleaning process is accomplished en- 
tirely without labor or mechanical means 
of any kind. Another great advantage 
claimed for this preparation is the fact 
that it does not attack nor consume any 
of the metal itself as its action is entirely 
confined to the removal of rust and cor- 
rosion only. Plants using pickling baths 
of either sulphuric acid or hydrochloric 
acid will find that by adding a small per- 
centage of this preparation to either bath 
that it prevents the formation of hydrogen 
which it is now generally believed, is the 
cause of pickling brittleness in steel. The 
addition of this preparation to the bath 
will it is said, save approximately fifty per 
cent of the sulphuric acid used, and it will 
neutralize the action of the bath in con- 
suming the metal which has been freed 
from scale. 


Slide Vise of Sturdy Construction 

The Stearns Oval Slide Vise, manufac- 
tured by E. C. Stearns & Co., Syracuse, 
N. Y., is claimed to be extremely strong and 














heavy. The screw is of steel, the handle of 
cold rolled steel, and has steel inserted jaws. 
The body is finished in black and the jaws 
polished and blued. Made in various sizes. 


Vacuum Tube Adapted for Radios 


The Suneco Tube Adapter, made by the 
Sun Bquipment Co., 67 Exchange Place, 
New York, N. Y., was designed to enable 
radio fans to use this company’s Aeriotron 
Wd-11 Dry Cell Vacuum Tube in any 
standard socket. A nickelplated brass col- 














lar is used on the adapter as on a stand- 
ard vacuum tube, and has a side pin which 
will fit any socket. It is 1% in. in height 
with inflare at top and bottom to secure a 
black composition cylinder in which brass 
rods are placed. These are machined at 
the bottom to fit any standard socket and 
drilled to take the prongs of the dry cell 
tube. 


New Assortment of Wilder-Pike 
Thermometers 


A new assortment of thermometers is 
being featured this fall by the Wilder-Pike 
Thermometer Co., Troy, N. Y., consisting 
of 24 instruments, 12 of which are attached 
to an attractive cardboard display for 
counter use. All the thermometers are 
tested by the maker and guaranteed as 
to accuracy. The company also has a 
half dozen assortment display, consisting of 
two styles of its red liquid Easy Reading 
Thermometers, handsomely mounted on 
cardboard for counter use. 

















Tire Pump Has Two Cylinders 


Light and simply constructed, the No. 
12 Double Cylinder Tire Pump, made by 
Moon Bros. Mfg. Co., St. Louis, Mo., has 
twice the capacity of the single cylinder 














pump. It is very sturdy in construction 
and durable. Finished in black enamel, 
with stamped steel base and natural wood 
handle. 


Van Dorn Radial Arm Drill for 
Millwright Work 


The Van Dorn Electric Tool Co., Cleve- 
land, Ohio, has introduced the ‘Millwright 
Special”; a Millwright’s Radial Arm Drill 
to be attached to the wall or column for 
performing various jobs of a heavier sta- 
tionary nature where rigidity and greater 
accuracy may be required. The Millwright 
Drill is strong and rugged in every part, 
encased in an, aluminum housing, and ar- 
ranged for quick dissembling for greasing 
and cleaning. The drill is well balanced— 
also very light and convenient to handle. 
The motor is of the universal type, for 
either A. C. or D. C. circuits. It is of the 
usual Van Dorn construction throughout, 
ventilated by an aluminum fan on the rotor 
shaft, and equipped with ball bearings. A 
special drill chuck permits the use of drills 
up to %& in. diameter for drilling holes in 
iron and steel, while much larger wood bits 
can also be used. The Millwright Radial 
Arm is of unique design and the metal so 
distributed as to give strength and rigidity, 
at the same time keeping the weight within 
limits that permit an easy swinging motion 
of the arm to allow quick location of the 
drill when in_ service. The convenient 
weight permits the radial arm to be moved 
from one location to another when its serv- 
ices are required in different parts of the 
factory. Two large pivot brackets bolted 
to the wall or column support the entire 
arm. At the opposite end of the main arm 
casting is a second pivoted joint on which 
the short fore-arm swings. The outer bear- 
ings of the fore-arm form a support and 
guide for the drill bracket column. This 
fore-arm or second joint member gives 
flexibility, which permits quick, accurate 
location of the drill. The drill bracket or 
sliding member is controlled by means of 
a long lever and toggle link mechanism. 


Reading matter continued on page 104 
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“ARDWARE dealers everywhere report a rapidly-increasing demand for Richards- 
Wilcox Sliding Door Hardware. It is being enthusiastically received by pro- 
gressive architects and builders, who find in it the solution of the space-saving prob- 


lem. 


Unlike old-fashioned swinging doors, vanishing doors permit every foot of floor 
space to be utilized. Furniture may be placed on both sides of the doorway when 


vanishing doors are used. 


Vanishing doors also do away with the annoyance caused by doors which stick 
and must be removed, planed-off and refinished. Being easily adjustable, vanishing 
doors always slide freely on their jointless track. 


cont le If you are not already selling Richards-Wilcox 
a Sliding Door Hardware, it may be obtained from our 
nearest branch. Write today for a copy of Catalog A-4, 

which pictures and describes a wide variety of hangers. 


ichards-Wilcox Mf. (0. 


AURORA, ILLINOIS, U.S.A. 


Minneapolis Chicago Cleveland 

Philadelphia Boston Py earn Indianapolis 
RICHARDS-WILCOX CANADIAN CO L# 
winnipeg LONDON, ONT Montreal 


Stitt, 9. -.c Stiddite. 


oe <a Is the most widely imitated garage 
Y% door hardware. “Imitation is the 
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SanFrancieco 


Manufactured by Richards-Wilcox, 
is the original sliding - folding 
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Auto Stop Signal Employs Inter- 
esting Principle 

The Ensign Stop Signal, made by 
Spengler-Loomis Mfg. Co., 58 East Wash- 
ington St., Chicago, Ill, works without any 
connection to the brake, clutch, steering 
wheel. or other hand or foot control, lever 
or switch. It is entirely automatic. Ar- 
rested momentum does the work, exactly 
on the same principle as when standing in 
is thrown forward 
with a force that 
the arrested force 


a street car, a 
when the car 
varies according to 


person 
slows 














applied. A rolling element in the mechan- 
ism in the Ensign Stop Signal is forced 
ahead when the car slows down, forming 
an electrical contact which flashes the 
light. The principle is new. The frame is 
cast aluminum with a specially designed 
silver-plated reflector behind a_ twelve 
candle power bulb. The signal is guar- 
anteed by the manufacturers for one year. 


Unique Sink Strainer 
manufac- 
turered by The C. & D. Mfg. Co., 2540-50 


The Sanitary Sink Strainer, 
Prospect Ave., Cleveland, Ohio, is an in- 
genious and efficient kitchen appliance 
and should prove a popular item. The 
tray on which the strainer rests in the 
accompanying illustration also acts as a 
lid which when closed is said to confine all 
disagreeable odors. When open, this drain 
rests on the drain board and is useful in 
catching any waste matter which might 











otherwise fall over the edge. The strainer 
is made in three styles. No. Al, is in 
heavy aluminum; No. E2, is in white 


enamel, and No. T3 in Bright tin. 


Self-Closing Refuse Receptacle 

The Solar-Closing Receptacle has been re- 
cently placed on the market by the Cortes- 
Ward Co., 250 West 57th St., New York, N.Y. 
An interesting feature in connection with 
that of the receptacle is the fact that its 
use is said to eliminate the labor and 
noise usually attendant upon the daily 
removal of refuse. Inside the receptacle 
are placed sacks to receive the refuse and 
facilitate removal. The larger sizes have 
burlap bags, hemmed at the top and fitted 
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with brass eyelets. The eyelets snap over 
the corner hooks which hold the bag open 
so all deposits enter directly into the bag. 
A drawing cord is run through the eyelets 
so that the mouth of the bag can be 
closed when it is removed. This prevents 
the spilling of contents on the floor. In our 
No. 10 low pattern, paper bags are standard 
equipment. Twenty-five are included in 
each receptacle. The bag and its contents 
can be destroyed together without further 














handling. 
cluded with our Nos. 30 and 50. They can 
be readily emptied and replaced in the 
receptacle, Receptacles used for empty 
cups, etc., are. equipped with water-tight 
galvanized containers which hold drainage 
as well as the cups, thereby eliminating 
any dampness either inside or outside the 
container. The top of the receptacle is 
entirely automatic in action, and operates 
without spring levers, etc., and entirely 
by gravity, and closes instantly without 
sound. The receptacle is attractively 
finished in gray, green or brown as may be 
desired, and in hand grained wood finishes 
which are particularly effective. 


New Lock Has Wide Usefulness 


The Defiance Lock, recently placed on 
the market by the Universal Products Co., 
24 California St., San Francisco, Cal., is 
pleasing in appearance and durable in 
construction and has a wide range of use- 
fulness. It is claimed by its manufacturer 
to be theft-proof. It may be jused in lock- 
ing the steering wheel or control levers of 
an automobile, for locking motor-cycles, 
bicycles, duffle bags or for securing articles, 
such as suit cases, golf bags, etc., to the 














wheel or foot-rail of automobiles. The 
device also has numerous other uses, well 
calculated to make it a popular accessory 
and sporting goods items. The lock is 
fully nickel finished and is forwarded to 
merchants on an attractive, three-colored, 
easeled display card holding six locks. It 
is also supplied in a corrugated mailing 
carton, holding 24 locks or in a wood crate, 
holding 144 cartons. 


Filter to Clean Automobile Fuel 


With the equivalent of a million holes 
in its six sq. in. of mesh, the Standard 
Filter, made by the Standard Filter Co., 
370 Jelliff Ave., Newark, N., J. is designed 


One burlap bag is regularly. in-. . 
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for use in connection with automobile en- 
gines. ‘The mesh is said to be proof against 
rotting and corrosion and is made of Monel 
silk wire very closely woven to form a 
relatively thick, substantial fabric through 
which not even light can pass. No dirt 
can lodge in the screen since fuel passes 
through in an upward direction. Fuel en- 
tering the filter is deflected upward by the 
baffle while foreign matter is eventually 
washed into the sediment chamber to the 
right of the baffle where it is drawn off 
from time to time by opening a drain cock. 
Whether the filter is attached to the 

















vacuum tank or the carburetor, the cock 
is an extremely important feature of the 
apparatus, since it is the logical point at 
which to draw fuel for washing the hands, 
cleaning spark plugs or priming the engine. 
Thus the sediment which collects is auto- 
matically removed. It is claimed to effect- 
ively remove every trace of dirt or water 
in the fuel used, lint or rubber from the 
filler hose, scale from the gasoline tank 
and fuel pipe and water condensed from 
air in the gasoline tank. 


Improved Lathe Converter 


The Garrett Millerette Converter or wide- 
range attachment for lathes, planers, shap- 
ers and drill press has recently been placed 
on the market by the Production Machine 
Tool Co., Cincinnati, Ohio. This device is 
built in three sizes for lathes from 12 in. 
to 24 in. swing and is fully covered by do- 
mestic as well as foreign patents. The 
Millerette converts the lathe into a milling 
machine with dividing head on which a 
large range of milling can be done, such as 
cutting gears, both spur and bevel, surface 
milling, angle cutting spline and keywaying. 
Enables the small shop to do many classes 
of milling machine work on their lathe. it 
saves the large shop expensive set-up time 
on special and single-piece jobs. On the 
drill press the Millerette accurately spaces 
the holes to be drilled and holds the work. 
On planers and shapers it is used as a di- 
viding head. The Index Head in connecting 
with the change gears furnished is very 
quickly set up as only two gears are used 
at one time and the Index Plate is com- 
plete showing the gears to be used and the 
required number of turfis of the index 
handle to obtain divisions from 2 to 360 
This wide range attachment can be used io 
advantage on an almost unlimited range of 
work. It fits the tool post slot in the top 
slide of the compound rest of the lathe and 
is as quickly clamped in position as is the 
tool post itself. The lathe supplies the 
power and carries the cutter on an arbor 
between centers and furnishes both longi- 
tudinal and cross feed. In addition to the 
movement of the top slide and compound 
rest on the lathe, the down slide of the 
Millerette is operated by a convenient han- 
dle. The Millerette can be set at any 
angle as both the down slide and Index 
Head turn on a swivel. The price of the 
Millerette is reasonable and its uses limited 
only by the ingenuity of the operator. 


Reading matter continued on page 106 
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National Show Card Writer 


Outfit No. 10 


Make Your Own Show Cards with This Outfit 


Thousands are in use and are giving satisfaction 


OU know the attention value of well-made Show Cards. 
They move goods more quickly and add greatly to the 
hospitable, inviting appearance of your store. 


The NATIONAL SHOW CARD WRITER is so easy 
to use that a person with no experience can quickly make 
with it show cards that rival the work of experts. 


If you make your own show cards—it will save you time 
and give you better ones. If you have the work done out- 
side, the National will save you a lot of money. Its first 
cost is the last. 


Thousands of these practical money savers are being used 
by large and small stores to catch the “drop-in” trade. 
Many unsolicited letters express the extreme satisfaction 
derived from their use. 


Write for Samples of Work and Prices 


THE NATIONAL SIGN STENCIL CO. 


1602 UNIVERSITY AVE. 
ST. PAUL MINNESOTA 
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Piston Ring to Eliminate Joint 
Leakage 


to eliminate joint leakage, the 
ting, made by the Every- 
Inc., East Rochester, 


Claimed 
Everyday Piston 
day Piston Ring Co., 





I= 


features the Everyday Master -Lock 
Joint. This joint was designed to allow a 
considerable lengthwise expansion to fit 
worn or uneven walls and enable the ring 
to fit a range of diameters that would ordi- 
narily require three rings. 
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Auto Wind Shield Cleaner Has 
Downward Stroke 
One of the most recent safety appliances 


available to the motorist is the ‘‘Clear- 














made by the 
Bldg., Los. 
unique in 


Windshield Cleaner, 
Yale Corp., 603-8 W. Hellman 
Angeles, Cal. This cleaner is 
that it cleans the glass with a downward 
stroke, which may extend to the lower 
glass as well as the upper if desired. It 
cleans a very wide surface and in no way 
disfigures the car as it is practically out 
of sight when not in use. In rain or fog 
the space it cleans is said to be very clear. 


view” 


The “Clearview” can be installed in a few 
minutes on any car. 


Improved Electric Skate Sharpener 


340 Electric Skate Sharpener, made 
Luther Grinder Mfg. Co., 285-289 
Water St., Milwaukee, Wis., has a 4 
h.p. motor with bronze bearings, fully 
enclosed, 110 volts, single phase, 69 cycle, 
complete with 10 ft. cord and socket. The 
grinder has an attachment for securely 
holding the skates in place. These attach- 
ment brackets rest on a wood table which 
is hinged and has an adjustable screw for 
raising and lowering, thus accommodating 
various thicknesses of skates. Hand wheel 
adjusts the position of the motor to take 
up slack in the round belt; the round belt 
is driven from a pulley attached to the 
arbor shaft of the motor, and drives the 
grinding wheel, on a sturdy The 
wheel is 4 inches in diameter of a medium 
Dimo-Grit, suitable for skate grinding 
The opposite end of the motor arbor shaft 
is equipped with a felt polishing wheel 5 
inches in diameter, suitable for polishing 
rusty skates. The outfit is sold as a com- 
plete unit and is claimed to sharpen any 
make of skate perfectly. 


No. 
by the 
So 


base. 
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Improved Washing Machine 


Model 50 Boss Electric Washer, made by 
the Loss Washing Machine Co., Cincinnati, 
Ohio, the new AEROWING 
clothes washing principle. The washer is 
equipped with a standard make 1/6 h.p. 
splash proof motor, which has ample power 
to operate the washer and wringer at the 
same time. It has an adjustable motor 
base with convenient adjusting screw for 
tightening the belt. The cut are 
completely enclosed and operate in grease, 
The tub 1s of large capacity with staves 
made of 14% in. stock and the cover is of 
double thickness. Steel reinforcing rods 


embodies 


gears 














are used in connection with the legs, which 
have adjustable leg brackets with easy- 
rolling swivel casters. The wringer is 
equipped with a_ self-locking catch for 
holding the wringer in various positions. 
The rolls are twelve in. in length and made 
of high quality rubber. The wringer, which 
is ball bearing and reversible, is bolted 
to a sturdy iron bracket and has gear case 
packed in grease, 


Combined Garbage Can and Fly 
Trap 


One of the objects of the combined fiy- 
trap and garbage can recently developed by 
T. H. Benton, Rialto Bldg., San Francisco, 
Cal., is to provide a means by which flies 
are induced to enter a trap directly con- 
nected with a favorite gathering and breed- 
ing place. This trap is contained in a 














drawer in the cover in the garbage can and 
may be removed in order to bait and for 
the purpose of removing dead flies. 


Electric Windshield Cleaner for 
Autos 


The Apco Magnetic Windshield Cleaner 
is the latest addition to the line of Apco 
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Apco Mfg. 
device is 


products, made by the 
Providence, R. I. This claimed 
to operate noiseless at a uniform high 
speed and to consume a minimum sinsunt 
of current. The Cleaner is small in 
and neat in appearance and the 


Co., 


size 
cleaner 








arm is held out of view when not operating. 
The device is easily installed. 


Oil Saving Device for Fords 


A unique device of interest to Ford 
owners is the F-B Oil-Saver recently placed 
on the market by The Peninsular Corp., 
Detroit, Mich. This device is claimed to 
effect a saving of fifty per cent in lubri- 
cating oil consumption and to keep the 
oil dirt free and prevent spark plug fouling. 














It is a simple device and may be installed 
by any owner. 


Utility Tool Grinder 


The Luther Grinder Mfg. Co., 


285 So. 
Water St., Milwaukee, Wis., announces a 
new 4-in. tool grinder for home use. It 
has a one-piece case, patented scissor and 
knife sharpening attachment, and_ is 
equipped with a 4 x % in. Dimo-Grit tool 














wheel. Smooth and easy running, it will 
last for years. It is enameled a rich Hard- 
ing Blue, baked by special process and has 
an attractive red, gold and black label. De- 
signed for general utility. The device is 
sturdy and compact. 


Door Handles in Forged Finishes 


P. & F. Corbin is adding to its line two 
new door handles in hammered effects in 
simulation of hand wrought work. The No. 
85084 matches the new St. Ives design and 
is 2% x 10% in., with a cylinder 
measuring 3 x 3 in. The No. 42084 is 
2 x 10 in. in size with a round cylinder 
rose 2 in. in diameter. Both are particu- 
larly adapted to the outside of residence 
entrance doors. Knob and escutcheon to 
correspond with the hardware on interior 
doors can be used on the inside. 


rose 


Reading matter continued on page 108 
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Boxed Heat for Automobiles 








Keeps engine warm. 

Starts snappy 

No waste of gas to warm up. 

No runn‘ng down of battery with starter. 
No frozen radiators. 

No worry. 


Under the Hood 


When car is standing in the garage or on the road. 


In the Car 


When driving in open or closed cars. 

No cold feet. 

No cold limbs. 

No running of engine to keep driver warm while waiting for 
passengers. 

A great comfort, 





Clark Double Purpose Heaters 


No Flame—No Smoke—No Odor 





Every Car at Your Door a Prospect 





Clark 
No. 5B 
Heater 


Oval type, 12 in. 
long, asbestos in- 
sulated indestruc- 
tible steel body. 
covered with good 
carpet. Retails at 

2.50. 


Other 


models at $2.75, 
$9.00 and $10.50. 





Give a stronger heat and last 
much longer than any other heater 
fuel. Ready in a jiffy, and lasts 
all day or all night. 

Cartons of 1 dozen retail at 
95e. Cases of 100 retail at 

$7.50 


Clark Heaters Use Clark Carbon (Boxed Heat) 


Clark 
No. 7C 
Heater 


Attractive 
slanting top 
model, 14 in. 
long, asbestos 
insulated ind e- 
structible steel 
body, nickel 

plated ends and trim, covered with Brussels carpet. Retails at 
2.25 


Clark No. 7D Heater—a popular seller and suitable for any 
conveyance—retails at $3.50. 





Clark No. 7X Heater—For Fine Electric Cars 


Slanting top, 
indestructible 
steel body, as- 
bestos insula- 
tion, mohair 
plush covering 
—choice of’ 
three colors. 
Side and end 
heat controls. 
Heavily nickel 
plated. Sells 
for $4.75. 





Your Customers Will Buy—Give Them a Chance 


Get some Clark Heaters and Clark Carbon NOW. Your jobber has them and will ship at once. 





5602 Roosevelt Road, Chicago 





Chicago Flexible Shaft Company 


33 years making quality products 
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N re of the Retail Havdihok Trade 




















LuFKIN, Tex.—B. A, Longino, doing 
both a wholesale and retail business, 
has erected a new store building. 

STANTON, TEX.—The Clements Bros. 
Co. is adding a line of hardware. Its 
stock now consists of automobile acces- 
sories, bathroom fixtures, bicycles, buiid- 
ers’ hardware, clocks and watches, 
crockery and glassware, cutlery, dairy 
supplies, fountain pens, fishing tackle, 
furnaces, garage hardware, guns and 
ammunitions, hammocks and swings, 
harness, heavy hardware, oils and 
greases, pumps, rope and_ twine, 
shoe findings, silverware, stoves, 
ranges and washing machines. Catalogs 
requested on a general line of hard- 
ware. 

TyLerR, TeEx.—J. H. Adams & Son 
Hardware Co., successor to J. H. Adams 
& Son, has been incorporated to deal 
in bathroom fixtures, builders’ hard- 
ware, building paper, clocks, crockery 
and glassware, electrical specialties, 
flashlights, fishing tackle, guns 
and ammunitions, mechanics’ tools, 
prepared roofing, rope and twine, silver- 
ware, sporting goods and stoves and 
ranges. 

HUNTINGTON, W. VA.—The Geo. H. 
Mead Co. will occupy its new quarters 
about Jan. 1, 1923, and _ requests 
catalogs on a line of kitchen cabinets. 
The firm’s business is principally retail, 
with some wholesale. 

PRENTICE, Wi1s.—The stock of Robert 
Magnuson has been damaged by fire. 
Catalogs requested on a general line 
of hardware, 

Rirpon, Wis.—The Barlow & Seelig 
Co., 214-216 Watson Street, will here- 
after conduct its business under the 
name of the Kohl Hardware Co. The 
concern has been incorporated with a 
capital stock of $25,000 to deal in auto- 
mobile accessories, automobile tires, 
bathroom fixtures, bicycles, builders’ 
hardware, building paper, cutlery, elec- 
trical supplies, flashlights, fishing 
tackle, furnaces, garage hardware, 
gasoline, glass, guns and ammunitions, 
hammocks and swings, harness, incuba- 
tors, insecticides, housefurnishings, me- 
chanics’ tools, oils, and greases, paints, 
oils and varnishes, picnic equipment, 
poultry supplies, prepared roofing, 
pumps, refrigerators, rope and -twine, 
shoe findings, silverware, sporting 
goods, stoves and ranges, tin shop, toys, 
games and washing machines. A new 
three-story brick and stone building is 
now being erected, and will be ready 
for occupancy about Jan. 1. 

ANDALUSIA, ALA.—S. D. Brooks, suc- 
cessor to Tisdale & Brooks, requests 
catalogs on bathroom fixtures, builders’ 
hardware, building paper, clocks and 
watches, crockery and glassware, cut- 
lery, flashlights, fishing tackle, fur- 
naces, glass, guns and ammunition, 
hammocks and swings, harness, heavy 
hardware, housefurnishings, linoleum 
and oilcloth, luggage (trunks, hand- 
bags), mechanics’ tools, paints, oils 
and varnishes, prepared roofing, re- 
frigerators, rope and twine, silverware, 
sporting goods, stoves, ranges, pumps, 
radio equipment and toys and games. 

Et Dorapo, ArkK.— The T. G. C. 


Hardware Co. has commenced business 
here, dealing in bathroom fixtures, 
bicycles, bu:lders’ hardware, churns, 
crockery and glassware, cutlery, dairy 
supplies, flashlights, fishing tackle, 
guns and ammunition, heating stoves, 
mechanics’ tools, paints, oils, varnishes 
and glass, refrigerators, shelf hard- 
ware, silverware, sporting goods and 
stoves and ranges. Catalogs requested. 

NORWICH, CONN.—George C. Pres- 
ton, one of the founders of the firm of 
Preston Bros., 215 Main Street, has re- 
tired, and the business, which is whole- 
sale and retail, has been taken over by 
the Preston Bros. Co. The firm was 
established in 1882. 

Mopesto, ILt.—Fletcher Bros., com- 
posed of W. E. & B. B. Fletcher, will, 
about Jan. 1, succeed to the business of 
Fletcher & Sons. 

SAN JOSE, ILL.—W. G. Kelly has 
erected a new store building. He oper- 
ates two other branch stores. 

STONEFORT, ILL.—A. J. Miller & Son 
are the new owners of the hardware 
and furniture stock of Earl Thornton. 


WEST FRANKFORT, ILL. — George 
Cotters has purchased an interest in 
the D. C. Jones and Sons Furniture and 
Hardware Co. 

WEST FRANKFORT, ILL.—The Frank- 
lin Furniture Co. has established itself 
in business at 1205 East Main Street, 
handling a stock of furnaces, ham- 
mocks and swings, heavy hardware, 
housefurnishings, linoleum and _ oil- 
cloth, luggage, musical instruments, 
phonographs, __ refrigerators, stoves, 
ranges and washing machines. 

West McHENRY, ILL.—C. J. Reiban- 
sperger has purchased the hardware 
store of W. J. Donavin. Mr. Donavin 
will continue in the plumbing and 
heating business. 

KIRKLIN, IND.—W. R. Lee has bought 
the hardware stock of the Baker Hard- 
ware. ' 

LEBANON, IND.—John R. Bohannon 
has purchased the interest of Urban 
Shoemaker in the Union Hardware Co. 

GRISWOLD, IowA.—The Phillips Hard- 
ware now owns the hardware and 
implement stock of G. G. Silhett. 

HOPKINTON, IowA.—The W. L. Camp- 
bell stock has been sold. Milroy & 
Petrie are the purchasers. 

LENOx, IowA.—A. McKenzie & 
Son have disposed of their business. 
The Barber-Boltinghouse Co., Inc., the 
purchaser, carries a stock of the follow- 
ing: Barn equipment, bicycles, builders’ 
hardware, watches, cutlery, dairy sup- 
plies, dynamite, electrical specialties, 
flashlights, fishing tackle, furnaces, 
garage hardware, gasoline engines, 
guns and ammunition, swings, heavy 
hardware, incubators, insecticides, 
housefurnishings, linoleum and oilcloth, 
mechanics’ tools, oils and _ greases, 
paints, oils and varnishes, poultry sup- 
plies, prepared roofing, refrigerators, 
rope and twine, seeds and fertilizers, 
shoe findings, silverware,  svorting 
goods, stoves and ranges, tin shop, toys, 
games and washing machines. 

WINFIELD. KAN. — The McGregor 
Hardware Co. has purchased a building 


which will be remodeled and occupied 
by it about June, 1923, with a complete 
stock of automobile accessories, auto- 
mobile tires, barn equipment, bathroom 
fixtures, bicycles, builders’ hardware, 
building paper, clocks and watches, 
cutlery, dairy supplies, dynamite, elec- 
trical specialties, flashlights, fishing 
tackle, furnaces, garage hardware, 
gasoline, glass, guns and ammunition, 
hammocks and swings, heavy hard- 
ware, incubators, insecticides, house- 
furnishings, mechanics’ tools, oils and 
greases, paints, oils and varnishes, 
plumbing department, poultry supplies, 
prepared roofing, pumps, refrigerators, 
rope, silverware, sporting goods, stoves 
and ranges, tin shop, toys, games and 
washing machines. 

ASHLAND, Ky.—Reid & Langfitt have 
started in business at 1414 East Win- 
chester Avenue. Their stock consists 
of the following: Automobile accesso- 
ries, automobile tires, builders’ hard- 
ware, cutlery, flashlights, guns and 
ammunition, mechanics’ tools, oils and 
greases, prepared roofing, rope and 
twine, silverware and_ stoves and 
ranges. Catalogs requested on a line 
of shelf hardware and automobile ac- 
cessories. 


HOPKINSVILLE, Ky.—David King has 
purchased an interest in the Young 
Hardware Co. The firm name will re- 
main unchanged. 

CHELSEA, Mass. — The Prattville 
Hardware Co., 373 Washington Ave- 
nue, requests catalogs on the following 
items: Automobile accessories, bath- 
room fixtures, bicycles, builders’ hard- 
ware, building paper, clocks and 
watches, crockery and glassware, cut- 
lery, garage hardware, glass, insecti- 
cides, housefurnishings, mechanics’ 
tools, oils and greases, paints, oils and 
varnishes, plumbing department, poul- 
try supplies, prepared roofing, radio 
equipment, rope and twine, seeds and 
fertilizers, silverware, sporting goods, 
toys, games, flashlights and wall paper. 

SALEM, MAss.—A. F. Ellis, Inc., 77 
Washington Street, purchaser of the 
E. J. Rollins stock, has added a line of 
crockery, glassware and toys, and re- 
quests catalogs on bathroom fixtures, 
cutlery, housefurnishings and _ re- 
frigerators. 

WILLMAR, MINN.—Peterson & Co. 
will open a store here, dealing in auto- 
mobile tires, barn equipment, builders’ 
hardware, cutlery, dairy supplies, fish- 
ing tackle, furnaces, gasoline engines, 
glass, guns and ammunition, heavy 
hardware, incubators, mechanics’ tools, 
oils and greases, paints, oils and var- 
nishes, refrigerators, sporting goods, 
stoves, ranges*and washing machines. 

FuNK, Nes.—The Gaudreault Hard- 
ware Co. has bought the hardware 
stock of A. S. Erickson. Catalogs re- 
quested. 

PorTALES, N. M.—McDonalds & 
Jones are successors to McDonalds & 
Son and request catalogs on a general 
line of hardware. 

CoLteGE Point, N. Y. — Albert 
Hendricks will open a hardware and 
housefurnishing store at 19 Thirteenth 
Street and desires catalogs. 











